


Vol. 15, No. 2606 








Sparks 


Studebaker’s Plans 
Keller’s Battle of Sales 
Champion Bread-Winner 
Hoffman Sets Drive 
od 
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GEORGE KELLER, right, sales vice- 
% as tells the column conductor, 
| left, of Studebaker’s spring sales pro- 
| gram. 


QUIRE KELLER is directing 
his spring drive for Studebaker 
sales from his town house in South 
Bend, his winter hideout when in 
the city. He spends his summer 
nights and holidays in his Villa 
Keller at Grand Beach. After 
roughing out his plans for a vigor- 
ous offensive, he went to his office 
in the plant to start it moving on 
all fronts. 

It was in the town house that 
our own Bill Callahan (he dubbed 
the town house ‘Rathskeller’) and 
the conductor listened to the vice- 
president in charge of sales tell 
what he already has done and 
what he has in mind for the spring 
campaign. 


































* * 


KELLER has sstarted his of- 
fensive in the Battle of Sales with 
a@ record of recent accomplishment 
back of him that fills him with 
confidence in the spring possibili- 
ties. For his books showed me that 
in February, just closed, he had an 
estimated sales total of 9,500, the 
big majority of course being Cham- 
Pions. His 1940 model sales have 
been 88.9 percent better than ’39’s, 
with a count of 64,346 as against 
34,065. In both these totals the 
Commander and President also 
figure, but it has been the Cham- 
pion, which is soon to celebrate its 
first birthday, that has been the 
bread-winner for the Studebaker 
family. So far and up to March 1, 
he had sold 75,000 Champs. 

The pep put into Studebaker by 
this new line is reflected in the 
size of the present dealer body, 
which has assumed the proportions 
bof an army within the past year. 
un ’39 there were 1,676 new outlets 
added in the full 12 months. In 
(See SPARKS, Page 19, Col. 1) 
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Contrasted With Patman Bill and FTC Code: 


Twin Troubles 


je very separate and distinct sets of federal regulations 
for the automobile industry face us today. One of these 
is the Patman-Horner bill, a referendum on which is being 
conducted now by the National Automobile Dealers Assn. 
The other is a recently proposed code of ethics, issued by 
the Federal Trade Commission and based upon the recom- 
mendations made at a trade practice conference held in De- 
troit in 1938. May we repeat that these are two very sep- 
arate and distinct movements, in spite of the fact that their 
intent purposes and probable results are overlapping. It is 
true that the Patman-Horner bill is a more direct route to 
government regulation, but the Federal Trade Commission 
proposed code is flavored out of the same bottle. | ; 
While the present furore over the Patman-Horner bill is 


Dealers’ Demands 
1940 Pact Follows Closely 


Recommendations in 


FTC’s Report 


DETROIT. — Contrasting 
provisions of General Motors’ 
1940 dealer-factory agree- 
ments with the provisions 
sought in both the Patman- 
Horner bill and the recommenda- 
tions of the Federal Trade Com- 
mission in the Withrow investiga- 
tion report, Alfred P. Sloan jr., 
GM chairman, last week posed 
the question of whether dealers 
had more to lose or more to gain 
in their present quest for federal 
legislation. 

Sloan, in a lengthy discussion of 
factory-dealer problems, cited the 
advances already made in con- 
tractual relations and _ indicated 
that further advances are in the 
offing, as rapidly as sound pro- 
visions for them can be made. 

Declaring that the contract in 
any final analysis is the guide to 
be followed in any dispute arising 
between dealers and their factory, 
Sloan urged that every effort be 
made on both sides to develop 
clear, concise and unmistakable in- 
strumentations which define fully 
the rights of both parties. Dealers 
and dealer association leaders were 
invited to make suggestions for 
contract improvements, with the 
promise that thorough considera- 
tion would be given to all sug- 
gestions made. 

Sloan’s statement, in regard to 
present contracts, is as follows: 

“It is hoped that every General 
Motors dealer will read his con- 
tract. And not only read it but 
study it. It will take a little time, 
but it will be worth while. It might 
be said that, after all, the contract 
does not mean very much because 
of the fact that it is the purpose 
and spirit behind the contract that 

(Continued on Page 4, Col. 1) 


Wide Variation 
In Used Stocks 
Found by ATAM 


CHICAGO.—A range of from 
34.2 days to 72.9 days in the supply 
of used cars is revealed by the 
Automotive Trade Assn. Managers 
in a report on returns from 10 key 
cities in the United States. 

Detroit accounted for the low of 
34.2 days and Columbus, O., for the 
high of 72.9 days. Other cities and 
the supplies of used cars in stock, 
based upon inventories on Feb. 1 
and sales for January, are: 

San Antonio, 36 days; Washing- 
ton, 41.8 days; Oklahoma City, 43.1 
days; Chicago, 52 days; Denver, 53 
days; St. Louis, 56 days; Kansas 
City, 62.8 days, and Toledo, 68 days. 

Dealers collaborating in the re- 
port by cities were: Chicago, 247; 
Detroit, 68; Columbus and Kansas 
City, 60 each; Washington, 49; St. 
Louis, 34; Denver, 29; Oklahoma 
City, 17. 


holding the interest of the 


industry, we should not let 


this clamor draw our attention from the fact that the pro- 
posals of the Federal Trade Commission are much more real 
and are probably subject to more immediate application to 
our industry. The Patman-Horner bill is still in a very em- 
bryonic stage; it has not yet been introduced into Congress 
and following its introduction it probably would have a 
rough road to travel before being enacted into law. On the 


other hand, the Federal Trade Commission’s proposals 


are 


merely interpretations of existing federal laws as the com- 
mission feels they apply to our industry. The hearing on 
these proposals will be held in Washington on Mar. 20 and 
unless sufficient opposition can be mustered against the pro- 
posals, it seems likely that this code of ethics will be im- 
posed upon the industry by the Federal Trade Commission. 

We use the word “imposed” advisedly and we would ques- 
tion the fairness of the Federal Trade Commission to 
promulgate such a code for the industry in the face of any 
reasonable degree of opposition. 

If we understand the situation correctly, the Federal 

(Continued on Page 6, Col. 1) 





NLRB Orders GM Election; 
Date Likely to Be Mid-April 


DETROIT.—National Labor Re- 
lations Board elections in General 
Motors plants, as ordered last 
week by the NLRB in Washing- 
ton, will be held about the middle 
of April, according to Frank H. 
Bowen, regional NLRB director in 
Detroit. Exact date will be set 
later for the vote, which will be 


The Top Ten 
PASSENGER CARS 


First Ten in Registrations as 
Reported in AN Today: i 


1940 
Pos. Make Pos. 
1—51,460 Chevrolet 36,044— 1 
2—34,326 Ford 29,678— 2 
38—23,954 Plymouth 21,356— 3 
Buick 10,920— 5 
Dodge 10,986— 4 
Pontiac 7,681— 7 
Oldsmobile 17,768— 6 
Studebak’r 2,474—18 
Chrysler 4,088— 8 
Mercury 3,412— 9 


Total Ali Makes 
195,976 149,274 


for complete standings of all 
makes, see Page 15, this issue 


4—16,289 
5—12,069 
6—11,737 
7—10,157 
8— 5,472 
9— 5,177 
10— 5,129 





largest ever undertaken by the 
board. 

Secret balloting on a plant-unit 
basis will be conducted among 
150,000 GM workers in 62 plants 
scattered in 11 states. 

The election order covers three 
classifications of employes, as fol- 
lows: 

1—Pattern makers in 10 separate 
plants will vote whether they de- 
sire to be represented by the Pat- 
tern Makers League of North 
America (AFL), by the CIO-United 
Automobile Workers, or by neither. 

2—Die sinkers at the Buick plant 
at Flint, and at Chevrolet forge 
plant at Detroit, will vote whether 
they desire to be represented by 
International Assn. of Machinists, 
Lodge 1411, or Lodge 1217, respec- 
tively; by CIO-United Automobile 
Workers, or by neither. 

3—Production and maintenance 
employes in 58 plants, which in- 
clude nine of the above 10, will 
vote in secret plantwide elections 
whether they desire to be repre- 
sented by UAW-CIO, the UAW- 
AFL, or by neither. 

If a majority of pattern makers 
in any plant chooses the Pattern 
Makers League, they shall con- 

(See GM Vote, Page 2, Col. 2) 


ATMAN BILL POLL OPENS MAR. 3 


Sloan Cites Advances in GM Contract 


‘Vote Tabulations 


By Outside Agent 
To Start March 30 


No Signature Is Required 
On Postcard Ballots 
Sent All Dealers 


By William C. Callahan 
Managing Editor 


DETROIT.—Ballots in the 
National Automobile Dealers 
Assn. poll on the Patman- 
Horner bill, calling for regu- 
lation of the automotive 
industry, will be mailed to all 
dealers in the United States not 
later than Mar. 9, according to an 
agreement reached at a meeting 
of the executive committee of the 
association a week ago Friday at 
Cincinnati. 

Under the agreement, it was 
stipulated that tabulations of votes 
will not start earlier than 21 days 
after the ballots are mailed, which 
would mean that the official count 
will not get under way before 
Mar. 30. 

During the meeting it was fur- 
ther, agreed to simplify the word- 
ing of the ballot, so as to give 
dealers an opportunity to express 
themselves clearly and _ unequivo- 
cally first on whether they would 
favor the enactment of the Pat- 
man-Horner bill into law, and 
second whether they would favor 
federal regulation of the industry 
in any form. Ballots will be re- 
turned unsigned. 

This decision, it is felt, would 
give the voters a chance to fully 
express themselves without fogging 
the issue by attempting to suggest 
revisions or modifications of the 
act as now written. Complete text 
of the proposed Patman-Horner bill 
appeared in Automotive News on 
Feb. 26. Copies of the bill will be 
mailed to all dealers accompanied 
by one-page briefs both for and 
against it. Voting will be tabu- 
lated by R. L. Polk and Co. 

Considerable consternation de- 
veloped among the opponents of 
the Patman measure when it was 
learned that the address which 
Congressman Wright Patman, co- 
author of the bill, made at the 
recent NADA convention, was be- 


ing mailed to all dealers in the © 
(Continued on Page 3, Col. 3) 


NSPA and MEWA 
Merger Session 
Set for Mar. 16 


CHICAGO.—Officials of the Mo- 
tor and Equipment Wholesalers 
Assn. and the National Standard 
Parts Assn. will gather here Mar. 
16 to discuss the new organization 
setup, tantamount to a merger, 
which was favored by members of 
both associations at their conven- 
tions in Chicago last December. 

Parleys have been going on in- 
formally during the past two 
months. 

Another important order of busi- 
ness, set for Mar. 18, will be the 
meeting of the joint operating 
committee of the Automotive 
Service Industries show. It is ex- 
pected that the dates and city for 
the 1940 show will be settled at the 
conference. 

From MEWA headquarters 

(See MERGER, Page 2, Col. 5) 





Wash. Dealers to 








Wage-Hour Law Also to Get 
Attention at March Conclave 


By D. M. Trepp 
Staff Correspondent 
SEATTLE.—President M. O. An- 
derson, of the Washington Auto- 
motive Trade Assn., will issue a 
call for an early state convention 
of dealers. Action he said, is 
prompted by the acute problems 
now facing the industry: the Pat- 
man-Horner bill referendum, the 
Federal Trade Commission fair 
trade rules and the wage-hour law. 
The convention date will likely 
be Mar. 15, with Seattle the meet- 
ing place. 


Original plans had been for a 
two-state meeting of the directors 
of the Oregon and Washington 
dealer associations, in Portland, 
but this has been dropped, since 
it was feared that there would be 
no results, further than a lot of 
discussion. 


Pending issuance of the conven- 
tion call, dealers are getting down 
to real study on the three federal 
developments that will be the ma- 
jor topics of the convention. 


What is considered a forward- 
step in training apprentices for the 
shops of the industry is now in 
process of formulation, through 


Pontiac Reports 
Feb. Sales 50.7% 


Above Year Ago 


PONTIAC. — Retail deliveries of 
Pontiac cars for the first 20 days 
of February were 8,901, a gain of 
50.7 percent over the first 20 days 
of last February, and exceed the 
8,234 Pontiacs sold for the same 
period in January this year, ac- 
cording to D. U. Bathrick, general 
sales manager. 

Eight of Pontiac’s 23 zones ac- 
tually delivered more new cars 
during the first 20 days of this 
month than they did during the 
entire month of February, 1939. 
These zones are Washington, D. C., 
Charlotte, N. C., Cleveland, At- 
lanta, Chicago, Denver, Dallas and 
San Francisco. 

Used car sales kept up their 
record-breaking pace with the re- 
sult that inventories of used cars 
in dealers’ stock actually declined 
for the first time in almost six 
months, Bathrick said. Unfilled 
new car orders registered a gain 
during February’s second 10 days 
and continued to be four times 
greater than they were a year ago. 


28% Sales Gain 
Noted by GMC 


PONTIAC.—tTruck sales to con- 
sumers in the United States by 
General Motors Truck and Coach 
during the second period of Feb- 
ruary were 28 percent better than 
the corresponding period of the 
same month last year, it is an- 
nounced by J. P. Little, vice-presi- 
dent in charge of truck sales. 

“For the first five 10-day periods 
in 1940, our sales have increased 
24 percent over the same periods in 
1939,” Little said. 

Unfilled orders reported by deal- 
ers are the highest they have been 
so far this year, according to a 
bulletin just released by GMC. 


GM and Ford Reported 


Given Military Orders 
MONTREAL.—Two of Canada’s 
major automobile companies are 
reported to have received orders 
for the manufacture at once of 
3,200 military trucks. The trucks, 
which are understood to be re- 
quired for the transportation of 
troops over rough ground, are 
mostly to be used overseas. 
Companies affected are the Gen- 
eral Motors Corp. at Oshawa, and 
the Ford Motor Co. at Windsor. 
The order is for 1,600 trucks for 
each company, and production is 
scheduled to commence in March. 
Dealers for the companies have 
been advised that they need expect 
no deliveries until after the order 
for the military trucks is com- 
pleted. 





co-operation of Seattle Automobile 
Dealers Assn. with the Seattle Auto 
Mechanics Joint Apprenticeship 
Council, the Washington state 
group, and the U. S. department 
of labor, for the purpose of adopt- 
ing uniform standards and courses 
of study for apprentice automotive 
mechanics. Action is proceeding 
along new lines. The rule is one 
apprentice for the first five jour- 
neymen mechanics, and one for 
each five thereafter. 


Conferences have also been held 
with U. S. department of labor 
representatives by Carl Heussy, 
executive secretary of the Seattle 
and state associations, on the wage 
and hour law, with bulletins issued 
to the dealers, so they may read- 
ily comply. 

Dean Howard, as chairman, M. 
O. Anderson and L. M. Norton 
comprise a committee of three 
Seattle dealers to sit on the joint 
council of the various automotive 
groups and organizations in Seattle, 
which has just been formed. In- 
cluded are dealers, tire concerns, 
downtown garages, gasoline retail- 
ers, super-service station owners 
and independent repair shops. This 
joint council will soon enter into 
negotiations with the unions con- 
cerned, to attempt to work out a 
blanket agreement as to standard 
of wages, hours and working con- 
ditions. Thus the findings will be 
for the entire industry, to replace 
the number of separate agreements 
of each group, with its attendant 
variations and differences. 


The Seattle association is actively 
supporting the plan for a big 
celebration during July at the 
completion of the Lake Washing- 
ton floating bridge, connecting 
Mercer Island with the city proper, 
and reducing the cross-state dis- 
tance between Seattle and Spokane 
by 17 miles. 


GM Vote 


(Continued from Page 1) 

stitute a separate bargaining unit; 
if a majority of these pattern mak- 
ers in any plant chooses UAW-CIO, 
they shall become part of the 
larger plant unit if the employes in 
this larger unit chooses UAW-CIO. 

Likewise, if a majority of die 
sinkers chooses International Assn. 
of Machinists, they shall constitute 
a@ separate bargaining unit; if a 
majority of these die sinkers in 
any plant chooses UAW-CIO, they 
shall become part of the larger 
plant unit if the employes in this 
larger unit choose the UAW-CIO. 

All production and maintenance 
employes in each individual plant 
in which a majority chooses UAW- 
AFL shall constitute a single unit 
appropriate for the purposes of 
collective bargaining. Likewise, all 
these employes at each individual 
plant in which a majority chooses 
the UAW-CIO shall constitute a 
single unit appropriate for the 
purposes of collective bargaining. 





SALES CHIEF being sold. Lee D. Cosart, general salesmanager of Pl 
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Confer on Patman Bill, FTC Code : 





NEW MANAGEMENT of the reorganized Graham-Paige Motors Corp., 
to resume production, confer over the first month’s manufacturing schedules. 


From left to 2 Augeet 
Graham, president, and 

were automobile distributors 
current assets in the ratio of 


Johnson, 
- L. Eaton, secretary-treasurer. Eaton and Johnson 
for many years. 
five to one over liabilities, and new 


soon 
executive vice-president; Joseph B. 


ew capital gives the company 
. distributor 


and dealer outlets are being rapidly added to the existing field organization. 


Ford and Kettering Top 


List 


Of*NationalModernPioneers’ 


Special to Automotive News 

NEW YORK.—Progress of Amer- 
ican inventive genius in creating 
new frontiers of higher living 
standards, new industries and new 
jobs, was acclaimed by 1,500 mem- 
bers and guests of the National 
Assn. of Manufacturers attending 
a dinner last Tuesday at the 
Waldorf-Astoria hotel in celebra- 
tion of the 150th anniversary of 
the American patent system. 

The dinner was the occasion for 
honoring 29 inventors as “national 
modern pioneers,” with the award 
of 18 silver plaques to individual 
inventors and another silver plaque 
to a group of 11 research workers 
of the duPont laboratories. In ad- 
dition, scrolls were presented to 
102 inventors of the New York- 
New Jersey area, “in recognition 
of their contributions toward cre- 
ating new opportunities and better 
standards of living.” 

Among those cited as “national 
modern pioneers” were Henry 
Ford, founder of Ford Motor Co.; 
Dr. Charles Franklin Kettering, 
vice-president in charge of re- 
search, General Motors Corp.; Dr. 
Leo Hendrik Baekeland, founder of 
Bakelite Corp.; Dr. William David 
Coolidge, director, and Dr. Irving 
Langmuir, associate director, Gen- 
eral Electric Co. research labora- 
tory; Dr. William Meriam Burton, 
former president of Standard Oil 
Co. of Indiana; Dr. George Oliver 
Curme jr., vice-president of Car- 
bide and Carbon Chemicals Corp., 
and John B. Tytus, vice-president 
in charge of operations of the 
American Rolling Mills Co. 

The dinner here climaxed a series 
of 14 regional meetings held 
throughout the country during 
February, under auspices of the 
NAM, at which 500 inventors were 
similarly honored. Awards were 
made under the auspices of a spe- 
cial committee of scientists headed 
by Dr. Karl T. Compton, president 


outh, 


is jotting down a few of the points of the supremacy of Northern California, 
that were handed out to him by Northern California automobile editors who 
were Cosart’s guests at a press gathering on the new sales leader’s initial 
visit to California. Seated in the center is Cosart and flanked on the right is 


Leon J. 


Pinkson, of the San Francisco Chronicle, and on the left is 


rank 


Lyman, of the Examiner. Second row, left to right, Bud Nelson, of Call-Bulle- 


tin; Tom McCabe, of Oakland Tribune; Bill Cannon 
Orr, Plymouth’s top man on Pacific Coast, and 


Post-Enquirer. 


San Francisco News; Verne 
Fred Predmore, of Oakland 


of Massachusetts Institute of 
Technology. 

Addressing the dinner by radio 
from the General Motors labora- 
tory in Coral Gables, Fla:, Ketter- 
ing said he believed that this honor 
to inventors might mark the be- 
ginning of a new era in American 
progress if it showed the nation 
the part which new products play 
in giving jobs and opportunity for 
more people. Research, he said, 
should be considered principally as 
the way to give more people more 
jobs. 

“People are saying we are suffer- 
ing from an excess of men, money 
and materials,” Kettering con- 
tinued. “All we need is new prod- 
ucts. My contention is that we are 
way behind in our development 
New industries may put some 
people out of work for a while, but 
all we need is another industry like 
the automobile industry, and we 
will have more people employed 
than this country has ever seen.” 

Kettering declared that in spite 
of the inventions of the last 50 
years “we are no nearer the end of 
invention than we were 50 years 
ago.” Agreeing with other speak- 
ers that the modern industrial 
frontier was industrial research, he 
said “we can create as many new 
jobs as may be necessary if man- 
agement, research and invention 
will all work together.” 

Included among the 102 inven- 
tors and research workers from 
the New York-New Jersey area to 
whom scrolls were presented were 
the following: 

Frederick M. Becket, consultant, 
Union Carbide & Carbon Corp., for 
his contribution to the field of 
large-scale, low-cost manufactur- 
ing of ferro-alloys of greater pur- 
ity, which have been credited with 
assisting in a large measure in de- 
veloping modern steels. 

Garland Hale Barr Davis, Stand- 
ard Oil Development Co.: Pioneer 
in the development of modern 
petroleum technology. 

Carleton Ellis, Standard Oil De- 
velopment Co.: Most prolific living 
inventor, with 738 U. S. patents in 
the field of chemistry, largely con- 
cerning petroleum, paints and 
resins. 

Dr. Colin Garfield Fink, United 
Chromium, Inc.: Credited with 
building up the entire chromium 
plating industry throughout the 
world, due to his patents. 

Bruno Loeffler, Mack Mfg. Corp.: 
Has about 30 patents covering con: 
struction of motors. 

William H. Lolley, L. N. S 
Corp.: All American manufacturers 
of gasoline pumps have used his 
invention of a_ gasoline meter 
plainly visible to the motorist who 
buys gasoline. 

Gotfried Wirrer, Mack Mfg. 
Corp.: A pioneer in development of 
the motor truck. Holds important 
patents on a gear testing machine, 
an ignition regulator and other de- 
vices. 

A joint award to Earle C. Pit- 
man and others from duPont for 
development of “Duco” finish and 
similar lacquers. 


} 





Oldsmobile Sales | 
Smash All Marks | 


During February 


~ 

LANSING.—Oldsmobile sales 
Feb. 1-20 totaled 7,788 cars, the 
largest for this period in the com- 
pany’s 43-year history, according to 
C. L. McCuen, general manager. 
This is an increase of 38 percent 
over the 5,640 cars sold by dealers 
during the same period last year, 
McCuen stated. 


Retail sales for the second 10 
days of February totaled 3,745 | 
units and gained 29.5 percent over | 
the 2,893 cars sold during the same 
period last year. 


“While all three series of our} 
1940 line of cars have made very) 
substantial sales increases,” said 
McCuen, “our eight-cylinder line, 
known as the Custom 8 Cruiser is 
winning increasing favor in every 
section of the country. Sales of 
this series from Feb. 1 to Feb. 20 
totaled 2,017 cars and, compared to 





¢ 


the 718 sales of our eight-cylinder, ,4ext 


cars during the same period last 
year, shows an increase of 180.9 
percent.” 


Dealer deliveries of Oldsmobiles 
equipped with the exclusive Hydra- 
Matic Drive feature were also re- | 
ported as substantially increased. | 


McCuen has just returned from | 
a series of conferences with com- 
pany zone managers and Oldsmo- 
bile dealers in New York and Chi- 
cago and reports that prospects for 
spring sales in these metropolitan 
areas are the best for Oldsmobile 
in many years. 


Chevrolet’s Sales 
Continue Gains 


In Mid-February 


DETROIT.—Retail sales of Chev- | 
rolet passenger cars and trucks | 
continued in large volume through- | 
out the second 10 days of February, 
totaling 21,523 for that period and’ 
46,608 for the month to date. 


This is an increase of 12,957 units 
or 38.5 percent over sales for the 
first 20 days of February, 1939. 
Sales in the second 10 days in- 
creased by 4,985 units over those 
for the same period last year. 

Used car volume also gained, 
both over the preceding 10 days 
and over the same period of 1939, 
according to the report. Used car 
sales for the second 10 days were 
43,535, making a total of 86,355 for 
the month to date. Used car sales 
in the same period for 1939 were 
71,524 units. 


Buick Deliveries 
Set New Record 
In Mid-February 


FLINT.—Domestic retail sales of | 
Buick cars during the second 10| 
days of February totaled 5,184) 
units, an all-time high for this pe- 
riod and, comparing with 3,626 in 
the corresponding 10 days of Feb- 
ruary last year, a gain of 43 per- 
cent. 

According to W. F. Hufstader, 
general sales manager, a strong 
February market has resulted in 
an increase in the backlog of re- 
tail orders and a substantial im- 
provement in used car volume. 

Used car sales of Buick dealers 
during the first 20 days of Feb- 
ruary totaled 23,133, he said, com- 
pared with 21,004 in the same Jan- 
uary period and with 17,661 in the 
first 20 days of February a year 
ago. 


Merger 
(Continued from Page 1) 
comes an announcement of the 
appointment by Frank G. Stewart, 
president, of the association’s rep- 
resentatives on the joint operating 
committee for the ASI show. Mem- 
bers of the committee include 
George N. Lockridge, Kansas City, 
Mo.; W. F. Wilkerson, Casper, 
Wyo.; Gordon E. Johnson, Roan- 
oke, Va., and Clifford E. Owen. 
Tyler, Tex. 
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By William C. Callahan 


Patman Bill Poll Opens Mar. 9 


Vote Tabulation 
By Outside Agent 
To Start Mar. 30 


(Continued from Page 1) 











, 
7 FTER much backing and fill , nal petition was made by the 
e ing, a final date has been set-.| National Automobile Dealers United States in advance of = 
he Mar. 9—when ballots in the Na-| Assn, representing only the new | balloting under the congressional 
m- tional Automobile Dealers Assn | car retailers, and at the trade frank of Rep. Patman. “peenee 
to poll on the Patman-Horner regu-| practice conference in Detroit | of the measure then demande 
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dealers an opportunity to express 
their favor or disfavor for the 
measure. Depending upon the 
outcome of this vote, NADA will 
either oppose or support the bill 
if and when it comes before Con- 
gress. Copies of the bill, with 
briefs both for and against it, 
will be mailed to all dealers with 
their ballots. 


* * +. 
this connection it is interest- 


ing to note that copies of ad- 
dresses by Congressman Patman 


definite term in all cases except 
where the statement is made 
that such and such an item is in- 
cluded as standard equipment. 
While efforts would be made to 
maintain a maximum price, no 
effort would be made to estab- 
lish a minimum. These are 
things which could. cause con- 
fusion and certainly would not 
end present misunderstandings. 


EN there is a clause which 
frowns upon the present ex- 
clusive franchise plan that may or 


dealer expression either for or 
against federal regulation before 
hearing on the proposed code of 
the Federal Trade Commission 
which has been set for Mar. 20. 
At the Cincinnati meeting, it was 
decided to contact all directors of 
NADA to determine what stand 
should be taken at the FTC hear- 
ing. A decision in this regard 
probably will not be made until 
late this week or early next week. 

Proponents of the Patman-Hor- 
ner bill were understood to have 
favored making no opposition to 


Willys Planning 
Aggressive Drive 
For Spring Sales 


TOLEDO. — Aggressive advertis- 
ing and merchandising plans for 
the spring selling season were re- 
vealed to Willys district and di- 
vision managers and members of 
the Willys field organization at a 
conference held at the Willys- 
Overland plant in Toledo last week. 

Sales Manager M. J. Golden, who 


fort to have the recent convention 
indorse a federal regulatory bill 
ready for introduction in Congress. 

“A large number of dealers op- 
posed the bill at the convention, 
not because they do not wish more 
equitable contract relations with 
the factories,” asserted Wallace, 
“but because the proposed law 
would put government into our 
— taking us no one knows 
where.” 


N.C. Dealers Assn. 
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fully to help them in reaching a 

decision on the merits or demerits 

of the Patman-Horner Bill itself? 
* ¢ *# 


With these preliminaries out of 
the way the subject of whether 
this industry wants federal regu- 
lation rests with the dealers of 
the country. Your vote in this 
poll is of vital importance to you 
since your apathy and failure to 
vote may place you on the road 


Also the code frowns upon any 
effort on the part of dealers to 
control used car prices or allow- 
ances and is opposed to closed 
territories. While these latter 
features could not be applied by 
the commission so long as deal- 
ers remain in the category of 
intrastate trade, they would be 
applicable if the dealers’ status 
is changed. 


will be in Regina. 

Fielding’s new duties will include 
those of Western zone manager, 
replacing J. N. Lister, who is pro- 
moted to the central office staff 
of General Motors Products of 
Canada, with headquarters at To- 
ronto. Henceforth, Lister will be in 
charge of all organization work 
and training programs on retail 
selling for the general sales depart- 
ment, covering all divisions for 





last year. 

Members of the Willys’ field or- 
ganization reported that improved 
business conditions in many sec- 
tions of the country were being 
reflected in increased new car 
sales. They asserted that, in those 
sections where car buying had 
been retarded by severe weather 
conditions, indications are that 
thousands of additional numbers 


against 

highway funds to the state’s gen- 
eral fund, and called for repeal of 
the revenue act which permits the 
diversion. 

Sixth annual convention of the 
association was set for July 22-23 
at Blowing Rock. 


Pa. Motorists Warned 
Of New Diversion Plan 
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Wash. Dealers to 





Wage-Hour Law Also to Get 
Attention at March Conclave 


By D. M. Trepp 
Staff Correspondent 
SEATTLE.—President M. O. An- 
derson, of the Washington Auto- 
motive Trade Assn., will issue a 
call for an early state convention 
of dealers. Action he said, is 
prompted by the acute problems 
now facing the industry: the Pat- 
man-Horner bill referendum, the 
Federal Trade Commission fair 
trade rules and the wage-hour law. 
The convention date will likely 
be Mar. 15, with Seattle the meet- 
ing place. 


Original plans had been for a 
two-state meeting of the directors 
of the Oregon and Washington 
dealer associations, in Portland, 
but this has been dropped, since 
it was feared that there would be 
no results, further than a lot of 
discussion. 


Pending issuance of the conven- 
tion call, dealers are getting down 
to real study on the three federal 
developments that will be the ma- 
jor topics of the convention. 


What is considered a forward- 
step in training apprentices for the 
shops of the industry is now in 
process of formulation, through 


Pontiac Reports 
Feb. Sales 50.7% 
Above Year Ago 


PONTIAC. — Retail deliveries of 
Pontiac cars for the first 20 days 
of February were 8,901, a gain of 
50.7 percent over the first 20 days 
of last February, and exceed the 
8,234 Pontiacs sold for the same 
period in January this year, ac- 
cording to D. U. Bathrick, general 
sales manager. 

Eight of Pontiac’s 23 zones ac- 
tually delivered more new cars 
during the first 20 days of this 
month than they did during the 
entire month of February, 1939. 
These zones are Washington, D. C., 
Charlotte, N. C., Cleveland, At- 
lanta, Chicago, Denver, Dallas and 
San Francisco. 

Used car sales kept up their 
record-breaking pace with the re- 
sult that inventories of used cars 
in dealers’ stock actually declined 
for the first time in almost six 
months, Bathrick said. Unfilled 
new car orders registered a gain 
during February’s second 10 days 
and continued to be four times 
greater than they were a year ago. 


28% Sales Gain 
Noted by GMC 


PONTIAC.—Truck sales to con- 
sumers in the United States by 
General Motors Truck and Coach 
during the second period of Feb- 
ruary were 28 percent better than 
the corresponding period of the 
same month last year, it is an- 
nounced by J. P. Little, vice-presi- 
dent in charge of truck sales. 

“For the first five 10-day periods 
in 1940, our sales have increased 
24 percent over the same periods in 
1939,” Little said. 

Unfilled orders reported by deal- 
ers are the highest they have been 
so far this year, according to a 
bulletin just released by GMC. 


GM and Ford Reported 


Given Military Orders 
MONTREAL.—Two of Canada’s 
major automobile companies are 
reported to have received orders 
for the manufacture at once of 
3,200 military trucks. The trucks, 
which are understood to be re- 
quired for the transportation of 
troops over rough ground, are 
mostly to be used overseas. 
Companies affected are the Gen- 
eral Motors Corp. at Oshawa, and 
the Ford Motor Co. at Windsor. 
The order is for 1,600 trucks for 
each company, and production is 
scheduled to commence in March. 
Dealers for the companies have 
been advised that they need expect 
no deliveries until after the order 
for the military trucks is com- 
pleted. 





co-operation of Seattle Automobile 
Dealers Assn. with the Seattle Auto 
Mechanics Joint Apprenticeship 
Council, the Washington state 
group, and the U. S. department 
of labor, for the purpose of adopt- 
ing uniform standards and courses 
of study for apprentice automotive 
mechanics. Action is proceeding 
along new lines. The rule is one 
apprentice for the first five jour- 
neymen mechanics, and one for 
each five thereafter. 


Conferences have also been held 
with U. S. department of labor 
representatives by Carl Heussy, 
executive secretary of the Seattle 
and state associations, on the wage 
and hour law, with bulletins issued 
to the dealers, so they may read- 
ily comply. 

Dean Howard, as chairman, M. 
O. Anderson and L. M. Norton 
comprise a committee of three 
Seattle dealers to sit on the joint 
council of the various automotive 
groups and organizations in Seattle, 
which has just been formed. In- 
cluded are dealers, tire concerns, 
downtown garages, gasoline retail- 
ers, super-service station owners 
and independent repair shops. This 
joint council will soon enter into 
negotiations with the unions con- 
cerned, to attempt to work out a 
blanket agreement as to standard 
of wages, hours and working con- 
ditions. Thus the findings will be 
for the entire industry, to replace 
the number of separate agreements 
of each group, with its attendant 
variations and differences. 


The Seattle association is actively 
supporting the plan for a big 
celebration during July at the 
completion of the Lake Washing- 
ton floating bridge, connecting 
Mercer Island with the city proper, 
and reducing the cross-state dis- 
tance between Seattle and Spokane 
by 17 miles. 


GM Vote 


(Continued from Page 1) 

stitute a separate bargaining unit; 
if a majority of these pattern mak- 
ers in any plant chooses UAW-CIO, 
they shall become part of the 
larger plant unit if the employes in 
this larger unit chooses UAW-CIO. 

Likewise, if a majority of die 
sinkers chooses International Assn. 
of Machinists, they shall constitute 
a separate bargaining unit; if a 
majority of these die sinkers in 
any plant chooses UAW-CIO, they 
shall become part of the larger 
plant unit if the employes in this 
larger unit choose the UAW-CIO. 

All production and maintenance 
employes in each individual plant 
in which a majority chooses UAW- 
AFL shall constitute a single unit 
appropriate for the purposes of 
collective bargaining. Likewise, all 
these employes at each individual 
plant in which a majority chooses 
the UAW-CIO shall constitute a 
single unit appropriate for the 
purposes of collective bargaining. 
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Confer on Patman Bill, FTC Code , 
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to resume production, confer over the first month’s manufacturing schedules. 
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and . L. Eaton, secretary-treasurer. Eaton and Johnson 
for many years. 
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ew capital gives the company 
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and dealer outlets are being rapidly added to the existing field organization. 


Ford and Kettering Top 


List 


Of* National ModernPioneers’ 


Special to Automotive News 

NEW YORK.—Progress of Amer- 
ican inventive genius in creating 
new frontiers of higher living 
standards, new industries and new 
jobs, was acclaimed by 1,500 mem- 
bers and guests of the National 
Assn. of Manufacturers attending 
a dinner last Tuesday at the 
Waldorf-Astoria hotel in celebra- 
tion of the 150th anniversary of 
the American patent system. 

The dinner was the occasion for 
honoring 29 inventors as “national 
modern pioneers,” with the award 
of 18 silver plaques to individual 
inventors and another silver plaque 
to a group of 11 research workers 
of the duPont laboratories. In ad- 
dition, scrolls were presented to 
102 inventors of the New York- 
New Jersey area, “in recognition 
of their contributions toward cre- 
ating new opportunities and better 
standards of living.” 

Among those cited as “national 
modern pioneers” were Henry 
Ford, founder of Ford Motor Co.; 
Dr. Charles Franklin Kettering, 
vice-president in charge of re- 
search, General Motors Corp.; Dr. 
Leo Hendrik Baekeland, founder of 
Bakelite Corp.; Dr. William David 
Coolidge, director, and Dr. Irving 
Langmuir, associate director, Gen- 
eral Electric Co. research labora- 
tory; Dr. William Meriam Burton, 
former president of Standard Oil 
Co. of Indiana; Dr. George Oliver 
Curme jr., vice-president of Car- 
bide and Carbon Chemicals Corp., 
and John B. Tytus, vice-president 
in charge of operations of the 
American Rolling Mills Co. 

The dinner here climaxed a series 
of 14 regional meetings held 
throughout the country during 
February, under auspices of the 
NAM, at which 500 inventors were 
similarly honored. Awards were 
made under the auspices of a spe- 
cial committee of scientists headed 
by Dr. Karl T. Compton, president 





SALES CHIEF being sold. Lee D. Cosart, general salesmanager of Plymouth, 
is jotting down a few of the points of the supremacy of Northern California, 
that were handed out to him by Northern California automobile editors who 
were Cosart’s guests at a press gathering on the new sales leader’s initial 
visit to California. Seated in the center is Cosart and flanked on the right is 


Leon J. Pinkson, of the San Francisco Chronicle, and on the left is 


rank 


Lyman, of the Examiner. Second row, left to right, Bud Nelson, of Call-Bulle- 


tin; Tom McCabe, of Oakland Tribune; Bill Cannon 
Orr, Plymouth’s top man on Pacific C 


Post-Enquirer. 


San Francisco News; Verne 


oast, and Fred Predmore, of Oakland 


of Massachusetts Institute of 
Technology. 

Addressing the dinner by radio 
from the General Motors labora- 
tory in Coral Gables, Fla:, Ketter- 
ing said he believed that this honor 
to inventors might mark the be- 
ginning of a new era in American 
progress if it showed the nation 
the part which new products play 
in giving jobs and opportunity for 
more people. Research, he said, 
should be considered principally as 
the way to give more people more 
jobs. 

“People are saying we are suffer- 
ing from an excess of men, money 
and materials,” Kettering con- 
tinued. “All we need is new prod- 
ucts. My contention is that we are 
way behind in our development 
New industries may put some 
people out of work.for a while, but 
all we need is another industry like 
the automobile industry, and we 
will have more people employed 
than this country has ever seen.” 

Kettering declared that in spite 
of the inventions of the last 50 
years “we are no nearer the end of 
invention than we were 50 years 
ago.” Agreeing with other speak- 
ers that the modern industrial 
frontier was industrial research, he 
said “we can create as many new 
jobs as may be necessary if man- 
agement, research and invention 
will all work together.” 

Included among the 102 inven- 
tors and research workers from 
the New York-New Jersey area to 
whom scrolls were presented were 
the following: 

Frederick M. Becket, consultant, 
Union Carbide & Carbon Corp., for 
his contribution to the field of 
large-scale, low-cost manufactur- 
ing of ferro-alloys of greater pur- 
ity, which have been credited with 
assisting in a large measure in de- 
veloping modern steels. 

Garland Hale Barr Davis, Stand- 
ard Oil Development Co.: Pioneer 
in the development of modern 
petroleum technology. 

Carleton Ellis, Standard Oil De- 
velopment Co.: Most prolific living 
inventor, with 738 U. S. patents in 
the field of chemistry, largely con- 
cerning petroleum, paints and 
resins. 

Dr. Colin Garfield Fink, United 
Chromium, Inc.: Credited with 
building up the entire chromium 
plating industry throughout the 
world, due to his patents. 

Bruno Loeffler, Mack Mfg. Corp.: 
Has about 30 patents covering con- 
struction of motors. 

William H. Lolley, LL. N. S 
Corp.: All American manufacturers 
of gasoline pumps have used his 
invention of a _ gasoline meter 
plainly visible to the motorist who 
buys gasoline. 

Gotfried Wirrer, Mack Mfg. 
Corp.: A pioneer in development of 
the motor truck. Holds important 
patents on a gear testing machine, 
an ignition regulator and other de- 
vices. 

A joint award to Earle C. Pit- 
man and others from duPont for 
development of “Duco” finish and 
similar lacquers. 





Oldsmobile Sales | 


Smash All Marks | 


During February 


LANSING.—Oldsmobile sales 
Feb. 1-20 totaled 7,788 cars, the 
largest for this period in the com- 
pany’s 43-year history, according to 
C. L. McCuen, general manager. 
This is an increase of 38 percent 
over the 5,640 cars sold by dealers 


during the same period last year, | 


McCuen stated. 


Retail sales for the second 10 
days of February totaled 3,745) 
units and gained 29.5 percent over | 
the 2,893 cars sold during the same 
period last year. 

“While all three series of our 
1940 line of cars have made very 
substantial sales increases,” said | 
McCuen, “our eight-cylinder line, 


-| known as the Custom 8 Cruiser is 


winning increasing favor in every 
section of the country. Sales of 
this series from Feb. 1 to Feb. 20 
totaled 2,017 cars and, compared to 
the 718 sales of our eight-cylinder 
cars during the same period last 
year, shows an increase of 180.9 
percent.” 


Dealer deliveries of Oldsmobiles 
equipped with the exclusive Hydra- 
Matic Drive feature were also re- | 
ported as substantially increased. 


McCuen has just returned from | 
a series of conferences with com- | 
pany zone managers and Oldsmo- 
bile dealers in New York and Chi- 
cago and reports that prospects for 
spring sales in these metropolitan 
areas are the best for Oldsmobile 
in many years. 


Chevrolet’s Sales 
Continue Gains 


In Mid-February 


DETROIT.—Retail sales of Chev- | 
rolet passenger cars and trucks 
continued in large volume through- 
out the second 10 days of February, 
totaling 21,523 for that period and 
46,608 for the month to date. 


This is an increase of 12,957 units | 
or 38.5 percent over sales for the 
first 20 days of February, 1939. 
Sales in the second 10 days in- 
creased by 4,985 units over those , 
for the same period last year. 


Used car volume also gained, 
both over the preceding 10 days. 
and over the same period of 1939, 
according to the report. Used car 
sales for the second 10 days were 
43,535, making a total of 86,355 for 
the month to date. Used car sales 
in the same period for 1939 were 
71,524 units. 


Buick Deliveries 
Set New Record 
In Mid-February 


FLINT.—Domestic retail sales of 
Buick cars during the second 10} 
days of February totaled 5,184 | 
units, an all-time high for this pe- 
riod and, comparing with 3,626 in 
the corresponding 10 days of Feb- 
ruary last year, a gain of 43 per- 
cent. 

According to W. F. Hufstader, 
general sales manager, a strong 
February market has resulted in 
an increase in the backlog of re- 
tail orders and a substantial im- 
provement in used car volume. 


Used car sales of Buick dealers 
during the first 20 days of Feb- 
ruary totaled 23,133, he said, com- 
pared with 21,004 in the same Jan- 
uary period and with 17,661 in the 
first 20 days of February a year 
ago. 


Merger 

(Continued from Page 1) 
comes an announcement of the 
appointment by Frank G. Stewart, 
president, of the association’s rep- 
resentatives on the joint operating 
committee for the ASI show. Mem- 
bers of the committee include 
George N. Lockridge, Kansas City, 


Mo.; W. F. Wilkerson, Casper, 
Wyo.; Gordon E. Johnson, Roan- 
oke, Va., and Clifford E. Owen. 
Tyler, Tex. 
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FTER much backing and fill. 
A ing, a final date has been set-. 
Mar. 9—when ballots in the Na- 
tional Automobile Dealers Assn 
poll on the Patman-Horner regu- 
lation bill will be mailed to dealers 
throughout the United States. 
Twenty-one days will then be al- 


| lowed for dealers to register their 
| wishes and return their ballots. 


An independent third party, R. L. 


' Polk and Co., Detroit, will start 
| tabulation of the ballots about 


Mar. 29. It is my understanding 
that the ballot has been simplified 
to permit dealers to vote yes or 
no on the Patman-Horner bill, with 
further opportunity to express 


' themselves on the whole question 


of federal regulation of our in- 
dustry. ; 
s* * * 

For those who came in late, 
may I repeat that the complete 
text of this bill was published in 
AUTOMOTIVE NEWS of Feb. 
26. The purpose of the bill would 
be to place the entire automo- 
tive industry directly under the 
control of the Federal Trade 
Commission and grant that body 
powers to prescribe rules for the 
conduct of the industry under 
FTO supervision. The present 
referendum is intended to give 
dealers an opportunity to express 
their favor or disfavor for the 
measure. Depending upon the 
outcome of this vote, NADA will 
either oppose or support the bill 
if and when it comes before Con- 
gress. Copies of the bill, with 
briefs both for and against it, 
will be mailed to all dealers with 
their ballots. 


* * # 

this connection it is interest- 

ing to note that copies of ad- 
dresses by Congressman Patman 
of Texas, co-author of the bill, and 
Donald Richberg, former head of 
NRA, have already been mailed to 
dealers. Patman, of course, is a 
supporter of the measure, while 
Richberg voices his opinions 
against federal regulation. Both 
addresses were made at the recent 
annual meeting of NADA in Wash- 
ington, D. C. These addresses are 
being mailed to dealers under 
separate congressional franks, 
which may lead to misunderstand- 
ing in that they may be mistaken 
for duplications. May I urge all 
dealers to read both addresses care- 
fully to help them in reaching a 
decision on the merits or demerits 
of the Patman-Horner Bill itself? 

* * * 


With these preliminaries out of 
the way the subject of whether 
this industry wants federal regu- 
lation rests with the dealers of 
the country. Your vote in this 
poll is of vital importance to you 
since your apathy and failure to 
vote may place you on the road 
te government control of busi- 
ness or deprive you of the oppor- 
tunity of obtaining it, if you are 
so inclined. May I urge you to 
give careful consideration to your 
vote from all angles? But be 
sure to vote. 

* * * 

RTUNATELY, your ballots 
will not be in before the Mar. 
20 hearing set for consideration of 
a similar code proposed by the 
Federal Trade Commission, itself 
based upon recommendations made 
at a trade practice conference held 
in Detroit in April, 1938. This FTC 
activity is separate and apart from 
the Patman-Horner proposal, and 
the two should not be confused. 
Since the articles of the proposed 
code are purely restatements 
of existing federal laws, the para- 
mount questions at the Mar. 20 
hearing would seem to revolve 
around the advisability of promul- 
gating a code for this industry and 
the commission’s right to do so, as 
well as its jurisdiction following 

such promulgations. 

s- ¢ «& 


FTC is authorized to promul- 
gate codes for any industry at 
the instigation of a majority of 
that industry. So far there is no 
indication that a majority has 
made such a request. The origi- 


By William C. Callahan 


nal petition was made by the 
National Automobile Dealers 
Assn., representing only the new 
car retailers, and at the trade 
practice conference in Detroit 
only about 500 or 600 of the na- 
tion’s 40,000 dealers were present. 
This is far from a majority of 
the new car retailers alone. 
Whether the commission is jus- 
tified in promulgating a code at 
the behest of such a small group 
is questionable. 
* * & 

E question seems to be 

whether or not a promulgation 
of such a code at this time is not 
merely a step in the direction of 
government regulation which at 
present could do little to change 
conditions within the industry un- 
der the current setup. Terms of 
the code are rather broad and 
sweeping in many respects and 
fail to offer specific remedies, 
while on the other hand establish- 
ing grounds for constant disputes 
within the trade as to their in- 
terpretation. ‘ 


In the case of price-stabiliza- 
tion and methods for controlling 
over-charges, reference is made 
to “standard equipment” which 
always has been a rather in- 
definite term in all cases except 
where the statement is made 
that such and such an item is in- 
cluded as standard equipment. 
While efforts would be made to 
maintain a maximum price, no 
effort would be made to estab- 
lish a minimum. These are 
things which could. cause con- 
fusion and certainly would not 
end present misunderstandings. 


EN there is a clause which 
frowns upon the present ex- 
clusive franchise plan that may or 
may not be an advantage to a 
dealer, depending upon his loca- 
tion and the type of market. As I 
pointed out before, a dealer hand- 
ling a number of makes of cars 
might easily resort to unfair tac- 
tics by under-pricing any line to 
the disadvantage of a competitor 
and make up his losses on such 
efforts out of the profits accruing 
from the sale of other lines. I 
doubt that many dealers would 
favor the idea of carrying a num- 
ber of makes of cars, but the few 
who did might be in a position to 
raise hob with those who didn’t. 
Also the code frowns upon any 
effort on the part of dealers to 
control used car prices or allow- 
ances and is opposed to closed 
territories. While these latter 
features could not be applied by 
the commission so long as deal- 
ers remain in the category of 
intrastate trade, they would be 
applicable if the dealers’ status 
is changed. a 


UNDAMENTALLY, while I do 

not see that such a code would 
materially affect the physical op- 
erations of the industry at present, 
there is a question of the principle 
of government regulation involved 
upon which I think the industry 
should make itself clear. There is 
entirely too much acceptance on 
the part of dealers that bills, such 
as the Patman-Horner measure 
and the proposed FTC code, are 
revivals of the old NRA. 

* * & 


This is not the case. NRA was 
fundamentally a permit to in- 
dustry to regulate itself. Both 
of these represent regulation 
from the outside. NRA did not 
fail, as so many think, from lack 
of enforcement—it failed from 
lack of compliance. The same 
fate would probably await these 
measures which are cast along 
the same lines if not upon the 
same foundation. Lacking com- 
pliance, the government would 
be forced to step in, or the same 
conditions which marked the 
latter days of NRA would be 
with us again. 

* * *& 
| our mail Friday morning came 

a copy of a letter written to 
Stanley Horner, president of 
NADA, by a proponent of the 

(Continued on Page 12, Col. 3) 
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United States in advance of the 
balloting under the congressional 
frank of Rep. Patman. Opponents 
of the measure then demanded 
that the address of Donald Rich- 
berg, former NRA chief, which was 
made at the same meeting of 
NADA but in opposition to federal 
legislation, be sent out to all 
dealers. 


An agreement was reached under 
which copies of both talks were 
to have been mailed simultaneously 
— one under the frank of Con- 
gressman Patman and the other 
under that of a member of con- 
gress from Connecticut. This agree- 
ment apparently was not carried 
out, since the address of Congress- 
man Patman was placed in the 
mails in advance of the Richberg 
address which also was mailed late 
last week. Opponents of the meas- 
ure are asking that dealers read 
both these talks carefully when 
they are received. 

There is some feeling that deal- 
ers may misunderstand the situa- 
tion and mistake the copy of the 
Richberg address as a duplicate of 
the Patman address. 

With the closing date for the 
referendum now set as Mar. 30, it 
will be impossible to obtain a 
dealer expression either for or 
against federal regulation before 
hearing on the proposed code of 
the Federal Trade Commission 
which has been set for Mar. 20. 
At the Cincinnati meeting, it was 
decided to contact all directors of 
NADA to determine what stand 
should be taken at the FTC hear- 
ing. A decision in this regard 
probably will not be made until 
late this week or early next week. 

Proponents of the Patman-Hor- 
ner bill were understood to have 
favored making no opposition to 
the FTC proposed code at the 
Mar. 20 hearing. Full text of these 
proposals were published in AuvurTo- 
Motive News Feb. 19. 


Fielding Is Named 
By GM of Canada 


OSHAWA.—Appointment of W. 
Dudley Fielding to be assistant 
general sales manager of General 
Motors Products of Canada, Ltd., 
in charge of all divisions, is an- 
nounced by J. E. Johnson, director 
of sales. Fielding’s headquarters 
will be in Regina. 

Fielding’s new duties will include 
those of Western zone manager, 
replacing J. N. Lister, who is pro- 
moted to the central office staff 
of General Motors Products of 
Canada, with headquarters at To- 
ronto. Henceforth, Lister will be in 
charge of all organization work 
and training programs on retail 
selling for the general sales depart- 
ment, covering all divisions for 
Canada. 

Since last July, Fielding has been 
assistant general sales manager for 
the Chevrolet-Oldsmobile division, 
e his most recent promotion is 

e culmination of 17 years of serv- 
ice with General Motors. 





Chris Sinsabaugh’s sparkling 
“Sparks” column is read by the 
“‘wide-awake”’ in the industry. 
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Portland Dealers Advocating 
Defeat of Patman Measure 


PORTLAND, Ore.—Portland car 
dealers are opposed to federal 
regulation of the motor vehicle in- 
dustry and have asked all Oregon 
dealers, in a special bulletin by the 
Automobile Dealers Assn. of Port- 
land, to vote proposed 
regulation in the nationwide ref- 


Willys Planning 
essive Drive 


For Spring Sales 


TOLEDO. — Aggressive advertis- 
ing and merchandising plans for 
the spring selling season were re- 
vealed to Willys district and di- 
vision managers and members of 
the Willys field organization at a 
conference held at the Willys- 
Overland plant in Toledo last week. 

Sales Manager M. J. Golden, who 
has just returned from a survey 
trip from coast-to-coast, announced 
that during March Willys is going 
into an increased newspaper ad- 
vertising campaign, backed up by 
@ program of intensive local mer- 
chandising. “Advertising will cen- 
ter around the new Willys three- 
year, or 100,000-mile guarantee, 
plus the car’s official 30-mile per 
gallon economy record and low 
cost operation,” he stated. 

Golden stated that domestic 
Willys sales, since introduction of 
the 1940 model, are already 89 per- 
cent ahead of the same period of 
last year. 

Members of the Willys’ field or- 
ganization reported that improved 
business conditions in many sec- 
tions of the country were being 
reflected in increased new car 
sales. They asserted that, in those 
sections where car buying had 
been retarded by severe weather 
conditions, indications are that 
thousands of additional numbers 
of buyers would swell normal 
March business, when ordinarily 
eee of the year’s cars are 
sold. 


Boosts Floor Space 
BELOIT, Wis.—Schaye Motor Co. 
(Dodge-Plymouth) has completed a 42 


by foot addition to its garage and 
showroom here at an approximate cost 
of $15,000 and increasing the total floor 


space to almost 11,000 square feet. 


lee 


“STUDEBAKER CELEBRATES 88th birthday in Chicago. Opening of a series 
of sales stimulation meetings was staged by Studebaker in Chicago’s Palmer 
House on Feb. 26. Above, left to right, are Paul G. Hoffman, president of Stude- 
baker; Courtney Johnson, special sales representative; C. 8. Fletcher, sales 
manager, and Roy Keeling, vice-president of the Studebaker Sales Corp. of 


Chicago. 






to be conducted by the 

ational Automobile Dealers Assn. 

Oregon leader in the campelgs 
against tion is George 
Wallace, president of OADA — 
Oregon representative at the NAD. 
convention last month in hig 
ington. Wallace is @ member 0. 
NADA’s legislative committee = 
fought vigorously the ef- 
fort to have the recent convention 
indorse a federal regulatory bill 
ready for introduction in Congress. 

“A large number of dealers op- 
posed the bill at the convention, 
not because they do not wish more 
equitable contract relations with 
the factories,” asserted Wallace, 
“but because the proposed law 
would put government into our 
business, taking us no one knows 
where.” 


N.C. Dealers Assn. 
Directors Oppose 
Regulation by U.S. 


RALEIGH, N. C.—Opposition to 
enactment of any federal legisla- 
tion, providing government control 
of the automotive industry, was 
voiced in a resolution by directors 
of the North Carolina Automobile 
Dealers Assn. meeting here last 
week, 

Directors also adopted a resolu- 
tion directed against diversion of 
highway funds to the state’s gen- 
eral fund, and called for repeal of 
the revenue act which permits the 
diversion. 

Sixth annual convention of the 
association was set for July 22-23 
at Blowing Rock. 








Pa. Motorists Warned 


Of New Diversion Plan 
HARRISBURG, Pa. — (UTPS). — 
Motorists were warned in the 
February issue of Motor Mention, 
official publication of the Motor 
Club of Harrisburg, that a new 
method of tapping the state’s mo- 
tor fund, involving borrowing 
oa from the fund even before 
has been paid by the motorists, 
S now under consideration by state 
—— Ra legislative leaders. 
me legislators believe, said the 
eee, they can meet relief 
— through “a Proposal to issue 
= Spucipation notes against mo- 
will oat fund revenues which 
an. 1, 1941; that i th 
April ; 8, the January- 
oe receipts from 1941-42 opera- 
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Sales Agreement Contrasted 


With Demands of Dealers 


(Continued from Page 1) 


count. While that may be true in 
part, it is not entirely so because, 
in the case of an emergency, the 
contract must necessarily be the 
guide, as it definitely establishes 
the legal rights of each in 
relation to the other. But entirely 
aside from its legal implications, 
the contract is important in a 
psychological sense. If it contains 
unfair conditions or if it does not 
properly protect the equities of 
both parties, it is rightly subject 
to criticism, which in these times 
is sure to be exaggerated. Hence 
again, it is most important. 

“The most important element in 
the relationship between the man- 
ufacturer and the dealer is good 
faith on both sides. There must be 
confidence that no break in the 
relationship can occur so long as 
each is serving the requirements 
of the other constructively. No con- 
tract can subsist without this 
prime essential. 

“Let it be said at the outset, 
it is the earnest desire of General 
Motors to have the contract with 
its dealer group entirely fair and 
equitable, and to provide for the 
dealers every precaution that is 
justly due them. To that end much 
time and attention have been de- 
voted to revising its contract, and 
from year to year it has been 
improved on an evolutionary 
basis. 


“General Motors solicits the co- 
operation of its dealers in accel- 
erating progress by developing a 
still better instrumentality of re- 
lationship. Every suggestion made 
will be considered on its merits. 

“In addition to the study given 
to the problem by General Motors 
itself, as well as in collaboration 
with its dealers, conferences are 
being held from time to time with 
groups representing dealer associ- 
ations and other interested parties. 

“Resolutions passed by various 
dealer associations are always ex- 
amined in the hope that they will 
contribute something to a better 
result. 


The 1940 Contract 

“Progress in the current year’s 
contract falls within two catego- 
ries: (a) modification in details for 
the purpose of clarification, simpli- 
fication and general improvement, 
and (b) the adoption of new prin- 
ciples or policies as well as impor- 
tant modification of those already 
established. As to the first, no 
particular mention is needed. The 
second justifies discussion. 


Terms of Contract: 

“Previous contracts have pro- 
vided for cancellation without 
cause on the part of either party 
thereto. That condition has been 
criticised as being inequitable to 
the dealer. Irrespective of what 
the facts may actually be, the 
simplest way to answer the argu- 
ment is to eliminate its cause. It 
has been felt for some time past 
that this should be done, but there 
have been many other problems 
which seemed to be more conse- 
quential, and hence appeared to 
justify prior consideration. 

“The new contract is cancellable 
at the option of the dealer at any 
time on 30 days’ notice, without 
cause. It is cancellable by General 
Motors only on the basis of certain 
conditions definitely specified, 
which amply justify themselves. In 
other words, the 1940 contract can 
not be cancelled by General Motors 
arbitrarily without cause. 

“The normal life of the contract 
is definitely established for one 
year and _ continues 
from year to year unless 90 days’ 
notice of cancellation is given by 
General Motors at a certain period 
of the year; Le., in the months of 
April, May and June. This liraita- 
tion as to the time when termina- 
tion without cause can become ef- 
fective is intended to protect the 
dealer by having the contract ter- 
minate when business activity is 
at its seasonal low point. This pro- 
cedure is in the interest of both 
the dealer and the manufacturer, 

“The dealer’s equities on the ter- 
mination of the contract have been 


advanced by providing that his 
rights as to liquidation are not 
prejudiced whether HE cancels the 
contract or whether the contract 
is cancelled by General Motors, ex- 
cept that in the former case the 
dealer is debarred from making 
any claim for loss on his lease. 


Delivered Price: 


“There are embodied in the new 
contract various provisions regard- 
ing the maximum price policy as 
already covered by the addenda to 
the 1939 contract applicable to the 
1940 models. This was dealt with 
in detail in a message to General 
Motors dealers on the subject: ‘The 
1940 Program.’ Supporting this pro- 
gram there are certain obligations 
assumed by the dealer, such as 
displaying in his showrooms the 
prices he charges, the furnishing 
of an itemized invoice covering 
such sales as he makes, and mak- 
ing it possible for any purchaser 
to buy a standard car, as adver- 
tised, without optional equipment 
or accessories, unless desired. 


Fleet Sales Division: 


“In the new contract there is 
eliminated all reference to special 
treatment as to dealers’ sales to 
fleet users. It provides that the 
dealers may sell to fleet users on 
any basis that they may determine 
in their own interest. General Mo- 
tors, through its Fleet Sales divi- 
sion, is offering a special contract 
to certain fleet users who may 
qualify under same, thus supple- 
menting but in no way restricting 
the sales privilege of the various 
dealer groups as applied to this 
class of business. 


Manufacturer-Dealer- 
Consumer-Relationships 


“The relationships between the 
manufacturer and the dealer and 
their responsibilities, jointly and 
severally, as to the consumer have 
always been subject to considerable 
discussion within the automotive 
industry. This should be so because 
intelligent discussion promotes 
progress. During the past few 
months, this discussion has been 
accelerated by a report of the Fed- 
eral Trade Commission on the 
practices of the automotive indus- 
try — dealing with the manufac- 
turer and the dealer, as well as 
with the policies of finance com- 
panies. 

It is highly desirable that every 
opportunity be capitalized to fur- 
ther the interests of the industry 
in advancing its operating tech- 
nique through the elimination of 
bad practices, as well as in the 
adoption of policies that serve to 
protect adequately the rights and 
equities of any and all parties in- 
volved. This does not mean that 
every suggestion should be adopted, 
but it does mean that every con- 
structive suggestion should be ex- 
amined aggressively and without 
prejudice, and adopted or rejected 
in whole or in part depending upon 
whether, fairly considered, it may 
be expected to raise the industry’s 
operations to a higher standard of 
justice and intelligence. Only by so 
doing may the industry expect to 
continue to merit and retain the 
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ONE OF HIGHSPOTS in a Cadillac-LaSalle inspection trip, made by prize- 
winning automobile service managers last week, was a one-cylinder engine 
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high regard in which it is now 
held by the public. 
Federal Trade 
Commission Report 

“The findings of the Federal 
Trade Commission, after a two 
years’ study of the .practices of 
the automotive industry, should be 
of interest to every one concerned 
in the welfare and progress of 
motor car manufacture and dis- 
tribution. 

“Some observations made by the 
commission are highly complimen- 
tary. For instance, it states that, 
‘active competition between auto- 
mobile manufacturers ... gave to 
the public improved products, often 
at substantially reduced prices... 
Consumer benefits from competi- 
tion in the automotive industry 
have probably been more substan- 
tial than in any other large in- 
dustry studied by the commission.’ 

“However, nothing is gained by 
discussing the favorable side of the 
commission’s findings. 

“On the other side, the report 
contains critical observations by 
dealers on certain points. Many of 
these are recorded without com- 
ment by the commission. Mani- 
festly these observations are ex 
parte and self-serving. 

“What strikes us as noteworthy 
is that practically all the recom- 
mendations of the Federal Trade 
Commission on the subject of un- 
fair practices on the part of manu- 
facturers had been anticipated by 
General Motors either in its con- 
tract or as a matter of practice. 

“In the belief that General Mo- 
tors dealers are entitled to know 
its attitude with respect to the 
major points that have been raised, 
the following analysis may be help- 
ful. 


Conclusions Without 
Recommendations: 


(a) Exclusive Dealers: 


“The report comments on the 
policy of certain manufacturers to 
confine their dealers to the exclu- 
sive sale of their own products. 

General Motors holds that any 
manufacturer has the right to dis- 
trisute its own products in accord- 
ance with its own policies, provided 
the equitable rights of others are 
not prejudiced. Under the General 
Motors plan of distribution, the 


dealer’s selling power as measured 
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by the number of dealers and their 
size is, so far as possible, scienti- 
fically established, on an exclusive 
basis, with relation to the potential 
of each product to be sold in each 
area. This policy both de- 
mands and justifies the exclusive 
effort of the dealers involved. 
“The principle has been estab- 
lished that efficiency and effective- 
ness are promoted by concentration 
and specialization. And the func- 
tion of distribution is no exception 
to the rule. 


(6b) Used Car Bureaus: 

“The commission finds that many 
local associations operate Used Car 
Valuation Bureaus that are essen- 
tially combinations of dealers in 
particular localities who are bound 
by agreement to restrict competi- 
tion in used car trading. 

“Some years ago General Motors 
laid down a definite policy for the 
guidance of its organization, that 
it could take no position as it was 
legally estopped from either en- 
couraging or discouraging any plan 
the objective of which was to influ- 
ence the p price of used 
cars taken in trade by its dealers. 
Its belief has always been, and 
still is, that that function is exclu- 
sively within the jurisdiction of its 
dealers, concerning which it should 
take no part whatsoever. 


Conclusions With 


Recommendations: 

“The commission states that its 
inquiry has demonstrated that in- 
equities exist in the terms of cer- 
tain dealer agreements and certain 
manufacturers’ treatment of some 
dealers calls for remedial action. 
It makes the following definite 
recommendations: 


1. Recommendations 
Affecting Manufacturer: 


(a) Agreements: 

“The commission finds that cer- 
tain manufacturers have been and 
still are imposing unfair and in- 
equitable conditions upon their re- 
spective dealers by requiring such 
dealers to accept and to operate 
under agreements that inade- 
quately define the rights and obli- 
gations of the parties and that, 
moreover, are objectionable in re- 
spect to defect of mutuality. 

“This conclusion is rather broad 
in its scope and, of necessity, can 
only be dealt with in general 
terms. 

“General Motors has stated on 
innumerable occasions and — as 
evidenced by the record over the 
years and as repeated in this mes- 
sage — is anxious to embody in 
the agreement with its dealers any- 
thing and everything that will ade- 
quately, as the commission states 
—‘define the rights and obliga- 
tions of the parties and remove 
every objection in respect to defect 
of mutuality.’ It solicits sugges- 
tions and criticisms of its contract 
on that score. 

“But there is another side to the 
problem. The commission records 
in its report, and in many cases 
without comment, complaints on 
the part of the dealers of certain 
provisions in the agreement of 
some manufacturers, such as: re- 
quiring an adequate capital invest- 
ment .. . maintaining adequate 





salesrooms, service facilities and 
signs . .. the intensive develop- 
ment of territory allotted ... the 


exclusive sale of the line of the’ 


manufacturer. 
“As to these dealer criticisms, 


first it must be recognized that on | 


the basis of the current relation- 
ship between the dealer and the 
manufacturer there is a very defi- 
nite joint responsibility. The manu- 


facturer can not sell his products | 


except through the dealers author- 
ized. General Motors’ gives 
dealers, 


its | 
either individually or in| 


groups, protected rights in trading | 


i 


| 


areas. General Motors is dependent 
upon the development of the fertil- 
ity of each protected area to main- 
tain its competitive position as a 
whole. 

“General Motors dealers are con- 
cerned with the same question 
because of the effect of volume on 


price and value. No merchant can | 
effectively conduct business with- | 
out adequate capital. No merchant | 
can properly merchandise the | 


products of the manufacturer with- 
out adequate salesrooms. Merchan- 


dise as technical as a motor car | 


demands adequate service facilities, 


not only for the protection of the | 
consumer but for the maintenance | 


of the position of both the dealer | 


and the manufacturer. 


“The relationship between the | 


manufacturer and the dealer in the 
automotive industry is necessarily 
different from that of the ordinary 
merchant with the ordinary manu- 
facturer. In general, the dealer sells 


exclusively the products of one | 


manufacturer. There are many cir- 
cumstances involved in the distri- 
bution of motor cars which neces- 
sitate this different type of 
relationship. It is necessary for the 


advancement of both the manufac- | 
turer and the dealer, as well as for | 


the protection of the consumer. 
“It appears reasonable to say 

that there is just one question here 

involved — important as it is: Are 


the relationships established by the | 
contract, and their administration, | 


on a proper plane of equity and 
mutuality? Are they reasonable as 
protecting the interests of the par- 
ties involved? If they are, then 


there can be no just objection. If | 


they are not, they should be made 
so. And in the case of General 
Motors they can be made so. 


(6b) Quotas: 
Requirements and shipment of 
cars based upon mutual agreement: 
“This has been the policy of Gen- 


eral Motors for many years and is | 


so specified in its contracts. 


(c) Accessories: 

“Dealers complain that certain 
manufacturers require them to 
purchase large stocks of accessories 
and replacement parts. 


General Motors contracts provide | 


that neither parts, accessories nor 


cars with equipment other than | 


standard are permitted to be ship- 
ped to dealers without a written 
order. Further, any dealer has the 


right to return parts and accesso- | 
ries, as he may elect, any time | 
within 30 days after receipt of i 


same, provided they are in good 
condition and unused. And this 
applies whether accessories were 


purchased separately or ordered | 
by the dealer as a component part | 


of a car. 


(d) Liquidation: 

Equitable liquidation in the event 
of contract termination by the 
manufacturer: 

“The contract of General Motors 
for some years has provided gen- 
erously for the liquidation of the 
dealer’s equity upon cancellation. 
As to participation in any losses 
to which the dealer might be sub- 
ject through a lease extending be- 
yond the time of cancellation, a 
regular plan has been established. 


(e) Mutuality 


Contracts definite as to the mu- 


tual rights of the dealer and the | 


manufacturer including the specific 
provision that the contract will be 
continued for a definite term: 

“Current General Motors con- 
tracts provide for a definite term, 
all as stated in this message. 


(f) Freight Charges: 

“The commission finds it to be 
the practice of certain manufac- 
turers to charge their dealers, and 
in turn such dealers charge the 

(Continued on Next Page) 





Sal 
y 


consun 
of the 
dealer 


ticular 


opinior 
an wun 
the co’ 
nated. 

“Gen 
that if 
sion hi 
of the 
~ ot FT 
is con 
the po 
unfair 





} 
t 
/ 
and 
Oop- 


the 
the | 


ms, 
on | 
on- 
the 
efi- 
nu- i 
Cts | 
or- 
its | 
in | 
ing | 
ant | 
il. | 
in- : 
a 


rf 


l- 
m4 


=~ | 0 


Oo = 


oT he ty he mR CD 


AUTOMOTIVE NEWS, MARCH 4, 1940 


5 





Sloan Cites Advances in ’40 General Motors Contract 





Sales Agreement Contrasted 
With Demands of Dealers 


(Continued from Page 4) 


consumer, transportation in excess 
of the actual cost of delivery to the 

and that this practice par- 
ticularly applies to the deliveries 
made from assembly plants. In the 
opinion of the commission this is 
an unjustifiable imposition upon 
the consumer and should be elimi- 
nated. 

“General Motors is of the belief 
that if the Federal Trade Commis- 
sion had a complete understanding 
of the actual practices employed 
— at least so far as General Motors 
is concerned — it would not take 
the position that the procedure is 
unfair or involves discrimination. 

“This is a highly involved subject 
— too much so to be dealt with 
adequately in this message. It di- 
vides itself into two parts: (a) 
shipments from factory points and 
(b) shipments from assembly 


nts. 
Porthe policy, so far as General 
Motors is concerned, is as to (a), 
to charge the dealer, and hence the 
consumer, the exact amount of 
transportation on & carload basis 
as determined by rail rates. In 
certain areas delivery actually 
takes place by truck over the high- 


way. 
° spective of how deliveries 
un mein factories to dealers are 
effected, neither General Motors 
nor its dealers make any profit 
whatsoever — there is NO pack 
or excess charge in the freight 


rocedure. 

“In the practical handling of a 
problem of such magnitude, how- 
ever, minor adjustments are per- 
mitted in the way of averaging 
of weights of cars in the same 
series, and in other instances there 
are minor differences between the 
cost of transportation by rail as 
against the highway. Sometimes 
one way and sometimes the other. 
The whole question of freight is 
under constant scrutiny. It is re- 
peated for emphasis — NO pack 
nor benefit to General Motors ex- 
ists or will be permitted. 

“Dealing with part (b), a differ- 
ent set of circumstances exists. The 
problem is more involved. The con- 
sumer is charged freight based 
upon rail rates on a carload basis 
from the main factory point. Com- 
ponents produced at production 
points are shipped to assembly 
points, wherever located, and cars 
as assembled at such points are 
then redistributed, frequently over 
a wide area served by such assem- 
bly plants. 

“The freight collected from the 
dealer, and by dealer from con- 
sumer, on the basis of transporta- 
tion from producing plants to 
dealer, is offset by the cost (a) of 
shipment of component parts from 
the producing plant to the assem- 
bly plant, with the cost (b) of 
shipments of complete cars from 
the assembly plants to the dealer’s 
place of business within the area 
served by the assembly plant, and 
the extra cost (c) of building and 
maintaining a series of assembly 
plants and supplying the requisite 
capital therefor, all as compared 
with the assembling at one central 
point. : 

“The net operating result of a 
series of assembly plants is a cost 
saving per car as compared with 
distribution from one central point. 
Economically, in the General Mo- 
tors practice, this is treated as a 
reduction in the cost of the car. 
It has the same economic effect as 
reduced prices of labor or material. 
As the cost is reduced the estab- 
lished selling price to the con- 
sumer is affected likewise. 

“In other words, THE RESULT 
OF WHAT FREIGHT SAVING 
THERE MAY BE WITH A SYS- 
TEM OF ASSEMBLY PLANTS 
IN THE CASE OF GENERAL 
MOTORS IS TO REDUCE THE 
BASE PRICE OF THE CAR IN- 
VOLVED TO EVERYBODY, 
EVERYWHERE. Hence all the 
consumers benefit through the re- 
sulting increased efficiency. 

“Were the policy to be changed 
and the freight rate based upon 
transportation from assembly plant 
to the dealer's place of business, 
it would necessitate the establish- 


ment of base prices different at 
each assembly plant reflecting many 
different factors, among others, the 
cost of transportation of the com- 
ponent parts to each assembly 
plant from the point of production. 
There would result much _ con- 
fusion with no commensurate gain. 
“Some producers do not operate 
assembly plants — others do, in 
different degrees and at different 
locations. Such a changed policy 
would tend to prejudice the inter- 
ests of one producer as against 
those of another, and hence might 
tend to restrict competition with 
increased prices to the consumer. 
“Fairly considered, therefore, so 
far as General Motors is concerned, 
the economic effect of its complete 
freight procedure, as to direct 
shipments, the amount charged the 
dealer, and through the dealer the 
consumer, is exactly the same as 
the amount disbursed by General 
Motors in prepaying the freight 
provided for in its practice. The 
credits balance the debits. And as 
to shipments from assembly plants, 
the result is to reduce the prime 
selling price of the car to every 
purchaser, wherever located. 


2. Recommendations 
Affecting Dealers: 


( x ) Driven Cars: 

‘The commission states that the 
practice of some dealers in selling 
as new cars those which have been 
towed or driven from the factory 
or used as demonstrators, unless 
the full facts are disclosed to the 
purchaser, is deceptive, unfair and 
should be eliminated. 

“General Motors assumes the re- 
sponsibility of delivering its cars 
to the dealer’s point. In so doing 
it uses only accredited transpor- 
tation agencies and will not permit 
the towing of cars or the driving 
of them. Further, such transpor- 
tation agencies as are used are 
required to comply with all federal 
and state regulations. 


(h) Overcharges: 


‘*The commission recommends 
that the automobile consumer 
should be protected against over- 
charges by regulation requiring 
retail automobile dealers to furnish 
each retail purchaser with an item- 
ized invoice showing in detail the 
components of the cash sales price, 
and the charges added to the cash 
sales price by reason of the fact 
that the motor car is sold on time. 

“This is provided for in the Gen- 
eral Motors Contract. 


(i) Finance ‘Packing’ 

“The commission finds that in the 
methods employed by some of the 
companies engaged in financing the 
consumer serious abuses have de- 
veloped, not only in permitting 
dealers to impose exorbitant 
charges, but also in serious decep- 
tion, or even direct defraudation 
of the purchaser. 

“General Motors does not believe 
in such practices. They cannot be 
too forcefully condemned. The Gen- 
eral Motors Acceptance Corp.’s 
policy is to maintain at all times 
either as low or a lower consumer 
rate than is available elsewhere, 
with the same rate to everybody, 





PLAYS HOST. Joseph A. O’Malley 
played host to 125 dealers in Hotel Detroit 
ey threw a dinner for his dealers because they have doubl 


tory branch 
ning. O’Mall 
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Fisher Record Co., right. 


volume of Chrysler sales in the January and ef 
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OLDEST AND YOUNGEST Chrysler dealers in Detroit were 


O’ Malle arty. Here are 
ager; Everett Kircher Kircher Motor 
and Henry Bashian, 


left to right, Clem Davis, C sler 
~¥ Sales; Ed Snotehacn?, 
Bashian Motor Sales Co. 


ests at the 
istrict man- 
p, Snethkamp Motors 
d Bas are new 


dealers while Snethkamp is the oldest Chrysler dealer in the area. 


everywhere. It will not be a party 
to ‘packing.’ 


The National Automobile 


Dealers Assn. 


“Among the contributions to the 
discussions regarding manufactur- 
er-dealer relationships has been 
that of the National Automobile 
Dealers Assn. Perhaps the view- 
point expressed by this group is 
of more general interest, at least 
to the extent that it may represent 
dealer thought, because it is na- 
tional in character. 

“There will be no disagreement 
over the fact that these relation- 
ships divide themselves into two 
general groups: one, the used car 
problem, particularly having refer- 
ence to stabilization of values, and 
second, general policies affecting 
manufacturer - dealer relationships. 
In all our discussions it is well to 
keep this distinction in mind be- 
cause of the fact that almost 
anything reasonable can be mutu- 
ally agreed upon so far as the 
problems involved in the latter 
group are concerned and con- 
versely, in the first group, it is a 


.grave question whether anything 


is possible, either legally or prac- 
tically, even if made legal. 

“There appear to be two schools 
of thought within the dealer body 
as a whole: —one, that it is to 
the interest of the automobile 
dealer to move toward federal reg- 
ulation of the industry; the other, 
contrariwise. On the former ap- 
proach, a bill has been proposed 
by the National Automobile Deal- 
ers Assn. which appears, at least 
to some extent, to represent the 
viewpoint of those within that 
group advocating the federal regu- 
lation route. 

“It might be worth while to 
analyze this proposal, not from the 
standpoint of the advaritages or 
disadvantages of guvernmental reg- 
ulation, but entirely from the 
standpoint of what progress would 
result if the policies contained in 
this particular proposal were 
agreed upon and the extent to 
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which they already have been 
adopted. In other words, to what 
extent would the industry be ad- 
vanced beyond where it stands at 
the moment, irrespective of the 
technical point raised of dealer 
control. 

“For the sake of making a com- 
parison between the proposed bill 
and this discussion, the latter will 
be divided into headings similar to 
that contained in the bill itself. 


Prohibited Acts: 


“Under this heading there are 
outlined four acts which are pro- 
hibited. Let us examine them. 

“One involves the question of 
misleading advertising. This is mis- 
representation. Of course it should 
be prohibited, but it is no longer 
practiced. The second involves 
changing or disconnecting speed- 
ometers — fooling the consumer, so 
to speak, to the extent that that 
is practiced or indulged in. It like- 
wise ought to be prohibited because 
it is dishonest, but it is not be- 
lieved it can be a matter of great 
consequence. The third involves the 
shipment of motor cars by the 
manufacturer with equipment be- 
yond what is known as standard 
equipment, unless so specified by 
the dealer. General Motors con- 
tracts prohibit this practice. As 
to the fourth — an itemized invoice 
covering the details of each pur- 
chase is made obligatory as a re- 
sponsibility of the dealer. This 
should be the practice. It is pro- 
vided for in GM’s contracts. 

“Certainly it can not be argued 
that these prohibited acts repre- 
sent any real advance over present 
practice. 


Manufacturer’s 


Undertaking 
“There is provided under this 
heading a number of obligations 
to be assumed by the manufac- 
turer. Listed in the order, they 
are the following: 


1. Term Contracts: 

“The new General Motors con- 
tract covers a one-year period. Un- 
der the circumstances existing, it 
is a question whether moving from 
one year to three years would con- 
tribute importantly to greater se- 
curity. However, if the period is 
lengthened beyond one year, it 
raises the question of mutuality. It 
certainly should involve some trial 
period of a substantial length or 
the establishment and maintenance 
of some prescribed standards or 
both. After all, the dealer has a 
responsibility, as well as the man- 
ufacturer. Standards of perform- 
ance in relation to the productivity 
of the territory are difficult to 
prescribe equitably, yet both the 
dealers, individually and as a 
whole, and the manufacturers are 
jointly dependent upon the maxi- 
mum penetration of all trading 
areas for their security and 
progress in a highly competitive 
market. 

“The longer the term of the con- 


tract, the higher must be. the 
standard of performance by the 
dealer. 

2. Cancellation 
Obligations: 

“(a) Purchase of new cars, parts 
and accessories: 

“Already in the General Motors 
contract. 

“(b) Purchase of tools and equip- 
ment: 

“Already in the General Motors 
contract. 

“(c) Purchase of used cars and 
demonstrators: 

“Not presently provided for in 
General Motors contract, but could 
be included under equitable condi- 
tions. 

-_ Purchase of assets not speci+ 


“This condition is untenable. It is 
unreasonable, in any contract, to 
expect one party to purchase un- 
known and unspecified assets with- 
out limitation. 


3. Status of Lease: 


“General Motors contracts already 
provide for participation in losses 
incidental to any lease extending 
beyond the period of cancellation. 


4. Arbitration: 


Committee to determine certain 
values in case of cancellation: 

“Principle provided for in Gen- 
eral Motors contract. 


5. Define Duties of Agents: 
“No objection in principle, pro- 


vided examination will establish 
practicability. 


6. Dealer Orders: 


Manufacturer not to ship new 
cars, parts or accessories, except 
on dealer’s orders: 

“Already in General Motors con- 
tract. 


j 
¢. Transportation Charges: 

“Already discussed in de 

“The above enumerate the pro- 
visions prescribed in the proposed 
bill, as involving the manufactur- 
er’s responsibility and the General 
Motors position as to each. 

The question arises: Does this 
constitute sufficient progress to 
justify the hazard of government 
regulation? That is something the 
dealers, as a whole, must decide 
on their own responsibility. 


Government Regulation vs. 


Round Table Discussion 


“In an address before the Na- 
tional Automobile Dealers Assn. I 
urged, in dealing with the manu- 
facturer-dealer relaiionships, the 
‘discussion approach’ as against the 
‘government regulation approach.’ 
Everything that has ever happened 
before’ and since bearing on the 
question of government regulation 
of business shows very definitely 
its demoralizing effect on progress. 

“Here is the danger. It is not an 
imagined danger. It is absolutely 
certain. If the dealers of the auto- 
motive industry take the politician 
into partnership, even on a junior 
basis, the evolution must be that 
the politician, slowly but surely, 
will take the part of a senior and 
controlling partner. That is the 
evolution of government bureau- 
cracy. The industry will not long 
be subject to regulation — it will 
soon be subject to regimentation. 
And the regimentation of business 
means the strangling of individual 
initiative and enterprise. It sounds 
the death knell of progress. Once 
the start is made down this par- 
ticular road, there is no 
back. If some dealers feel there is 
too little left at the end of the 
year — and General Motors would 
like to see more — this is the sure 
way to make it still less. Did any- 
one ever hear of government regi- 
mentation increasing profits? But 
that is what we must work to — 
more profits. 

“All this is said entirely dis- 
passionately as a frank statement 
of fact — amply demonstrated by 
the record — and it is said only 
because of the writer’s intense in- 
terest and concern with the prob- 
lem and his complete sympathy 
with the dealer body in their en- 
tirely proper desire to improve 
their economic position with 
greater security as well. The prob- 
4 is one of method—and method 
only.” 
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Twin Troubles 
(Continued from Page 1) 
Trade Commission is within its rights in propounding a code 
for any industry when the majority within that industry 
ask for such a code. Late in 1937 the National Automobile 
Dealers Assn. made such a request of the commission. A 
trade practice conference was called in Detroit on Apr. 28, 
1938, at which time the industry was to be permitted an 
opportunity to submit a series of recommendations to the 
commission which could be used as a basis for a code to 
eliminate bad practices from the industry. Since there are 
admittedly around 40,000 automobile dealers in the United 
States, of whom perhaps 15,000 hold memberships in the 
NADA, there is a big question as to whether this associa- 
tion could be considered._as representing a majority of the 
industry when the commission itself defines the industry as 
“the industry includes, among others, the automobile manu- 
facturers; also, the automobile dealers and distributors 
throughout the country, of which there are approximately 
45,000.” 

Now these proposed rules would relate to the sale and 
distribution of the product of the industry embracing all the 
different kinds of automobiles, passenger and commercial 
cars, trucks, etc., parts and accessories and equipment there- 
for. In this broad field it would seem that even the entire 
new car dealer body of the United States would in itself 
represent a minority of the industry. NADA numbers among 
its membership only about one-third of these and the num- 
ber attending the actual trade practice conference in De- 
troit in 1938, was perhaps not in excess of 600. 

In view of these figures, it would seem that the FTC 
would have to exercise a tremendous degree of imagination 
to arrive at the conclusion that a majority of the automo- 
tive industry had asked for the promulgation of a code. Now, 
to go beyond this point, the chief purpose of the FTC seems 
to be the elimination of deceptive and unfair practices from 
industry. Yet in promulgating a code for the automobile in- 
dustry in the United States it would seem that the FTC is 
resorting to a degree of deception on its own part. This we 


feel is perhaps unintentional since, while we understand 


that it is not necessary that the FTC await a request from 
a majority of any industry before promulgating a code, its 
mere promulgation could be accepted as an indication that 
the majority of the industry had made such a request. Sec- 
ondly, we feel that since the business of retailing automo- 
biles has never been declared to be within the province of 
interstate commerce, the jurisdiction of the FTC over many 
of the code rules would not extend to operations by dealers. 

Therefore, the commission would be imposing the code 
upon the industry, since the majority of the industry cannot 
be said to have requested it. And the promulgation of such 
a code by the commission may be construed as extending 
the powers of the commission while actually the promul- 
gation of the code would in no way change its powers. Now 
the question then simmers down to this: While the promul- 
gation of the code by the FTC would not materially change 
the status of the industry in any way and since such a code 
would not extend the jurisdiction of the commission, 1s 
such a code necessary or desirable at this time? Dealers, 
who would vote for this now with the idea that it might 
put pressure on other divisions of the industry, may 
soon find that a decision—as say under the Wage-Hour Act 
—might place them definitely in the category of interstate 
commerce which would then mean that they would be sub- 
ject to all the rules set down in the present code. 


fr 
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THE It is Friday morning, 
PASSING the first of March, which 
PARADE! is coming in like old 

Leo himself—if he 
leaves as Mary’s pet should by the 
31st, it will mean an early Spring 
and that will mean heavy new and 
used car sales. 

* * & 


Week’s best chuckle: Congres- 
sional investigating committee 
holding meetings in the corn-belt, 
asking anxiously what they can do 
to help farmers, when up gets one 
horny-handed son of the soil and 
sez, sez he: “’peers to me like what 
you fellers really want to know is 
what you can promise to get our 
votes, ain’t that it?” 

* * * 


The Finnish situation looks pretty 
bad to we Americans, almost as bad 
as the “rape of Belgium” 25 years ago. 
It is well to keep in mind that 
Sweden, Norway and Denmark, 
three highly intelligent, physically 
perfect and financially prosperous 
next-door neighbors have not yet 
rushed to the rescue. I for one will 
not believe it is because they lack 
any of the humanitarian impulses 
which we Americans wear-on-our- 
sleeves. Next door to World War 1, 
these Scandinavian countries lost 
not one man nor one dollar and 
built the most modern cities in the 
world out of profits made in sell- 
ing both belligerents. Three thous- 
and miles away we Americans be- 
came so duped with the propa- 
ganda that we must “save little 
Belgium” that there are more than 
50,000 American crosses in Fland- 
ers’ fields, 10,000,000 unemployed in 
U.S.A. and enough war-debt owed 
us by “the old gang” we joined, to 
pay half of our present national 
debt! It is a catastrophe, of course, 
all war is, but let’s control our 
sentimental emotions, keep our 
heads for calm judgment, hold our 
predominant strength as a neutral 
to stop this silly war and in the 
meanwhile allow our generous do- 
nations to the American Red Cross 
to be our only participation in it. 

* * * 


Arthur Pond, a Pontiac, Michi- 
gan boy with a national reputa- 
tion as a magazine writer and 
author of best sellers, has written a 
new history entitled “Detroit— 
Dynamic City” (D. Appleton- 
Century Co., $5). It is easily the 
most comprehensive history of 
America’s fourth city I have ever 
read and makes one glad he is a 
Detroiter. Surprise to me was fact 
that Detroit is the oldest major 
city in what was once the North- 
west Territory—settled a century 
before either Buffalo or Cleveland, 
half a century before Pittsburgh! 
Second surprise that it was Major 
Robert Rogers, of “Rogers Rang- 
ers,” in the current movie “North- 
west Passage’ who on Nov. 29, 
1760, captured Fort Pontchartrain 
(Detroit) from France for the 
British. 

Detroit has a proud historical 
background, steeped 
tradition which should be better 
known to its citizens of today. 

* * * 

From the above ramblings you 
may gather the idea that this col- 
umnist has been having a bout 
with the flu-bug, in which as- 
sumption you will be just 100 per- 
cent correct!—G. M.S. 

s * * 

Clipped from the New York 

Times of Feb. 29: 


“Friends of France all over the 
world will be thankful for Premier 
Daladier’s announcement that free- 
dom of political discussion has 
been restored to the Freneh press. 
The blackout of information has 
been severe. The French people 
have chafed under it, the Allied 
cause has suffered needlessly. 

“Now that one of the obstruct- 
ing curtains has been lifted, the 
French case and French achieve- 
ments may get the hearing abroad 
|which they abundautly deserve.” 


in genuine 





Merchant or Marionette? 


In This Corner— 
‘Mueh in Demand... .’ 


The vi 


ews ressed in this 
Anonymous contributions will not 


be observed upon request. 





Extra Copy 

In accordance with the clipping 
of a recent issue from your pub- 
lication, you will please find en- 
closed a copy of the original mail- 
ing label and our check in the 
amount of $2 which is to pay for 


one additional subscription to 
AUTOMOTIVE NEWS. 
Will you please enter this 


promptly so that we can immedi- 
ately begin to receive the extra 
copy which is much in demand 
around the office?—R. E. Fink, 
sales and service dept., Eclipse 
Machine Division, Bendix Aviation 
Corp., Elmira, N. Y. 


State Bids 


In your issue of Feb. 19 on page 
2 an article appears stating that 
the Wyoming automobile dealers 
are protesting the policy of the 
state purchasing department in 
calling for bids from only dealers 
in a certain make of automobiles, 
and closes with the statement: 
“This innovation in state purchas- 
ing has caused a furore among 
Wyoming automobile and truck 
dealers.” 

For your information, the policy 
of asking for bids on only the 
make of car requested by the de- 
partment affected has been in 
force for more than a year and 
has met with the general approval 
of the dealers. I do not know from 
whom the information included in 
the article was procured, but the 
only protest was from some Ford 
dealers who felt that they should 
be asked for bids when the depart- 
ment requesting the purchasing 
department to get bids has asked 
for Chevrolets. 

Contrary to the practice of 
former administrations, the pres- 
ent board is not trying to dictate 
to any state department what 
make of car shall be used, but 
recognizes the right of each de- 
partment to determine for itself 
what make shall be purchased. In 
the case that inspired the article, 
it would have been useless to call 
for bids on Fords as only the bids 
on Chevrolets would have been 


column are those of 


our readers. 
be accepted but confidence will 


considered as the game depart- 


ment had requested authority to | 


purchase Chevrolets. 

The dealers as a whole recog- 
nize the right of the head of each 
department to secure the make of 
car which his experience has 
shown to be best adapted to his 
needs.—H. M. Symons (Buick) 
Cheyenne, Wyo. 


Bright Outlook 


New car stocks in Montana are 
more than adequate for the imme- 
diate future needs. Used car stocks 
are extremely burdensome through- 
out the state. 

Sales of new cars look rather 
bright for the immediate future, 
but used car sales cannot be 
moved in sufficient quantity to 
take care of the actual new car 
purchaser demand for the present. 


It looks as if we are going to have | 


a fairly good season.—H. O. Bell, 
H. O. Bell Co., Missoula, Mont. 


Coming Events 


MARCH 
4- eee (Statler Hotel). Ameri- 


can ety for Testing Materials 
conclave. 


5- 8—Enid, Okla. Automobile Show. 
14-15—Washington. SAE National Aero- 
— meeting. (Washington Ho- 
28-29—Pittsburgh. SAE National Trans- 
portation and Maintenance meet- 
ng (Mellon Institute). 
APRIL 
-8-12—Cincinnati. American Chemical 
iety meeting. 
27-29—S pokane. Washington Motor 
Eneporeation Assn. annual meet- 


MAY 


18-25—Tulsa, Okla. International Pe- 
troleum Exposition and Congress. 


JUNE 

9-14—White Sulphur Springs, W. Va. 
SAE Summer meeting (Greenbrier 
Hotel). 

17-18—Pittsburgh (Wm. Penn Hotel). 
Pennsylvania Automotive Assn. an- 
nual conclave. 

24-28—Atlantic City, N. J. (Chalfonte- 
Haddon Hall). American Society 
for Testing Materials, 43rd annual 
meeting. 

OCTOBER 

12-19—New York (Grand Central Pal- 

ace). National Automobile Show. 
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With Apologies to TIME 


They’re womens finger-prints. You'll find plenty of ’em 
in women’s magazines. 
85% of the finger-prints on dollar bills are women’s, too. 


Comp anion 


Circulation exceeding 3,450,000—Rate based on 2,800,000—Excess 650,000 








THE CROWELL-COLLIER PUBLISHING COMPANY 








°39 Fuel Taxes Ace 


Total Receipts 


During Year 


Show Gain of $774,806,000 


Special to Automotive News 
WASHINGTON — State tax col- 

lections in 1939 showed an increase 

of $774,806,000 over those of 1937, 


according to statistics given out 
here last week. Aside from the 
payroll tax, which brought $450,- 
000,000 more revenue, the rise in 
receipts was due mainly to in- 
creased revenue from prevailing 
taxes rather than to the adoption 


Support Is Given 


NADA’s Plea for 


NLRA Revisions 


DETROIT.—Members of the Na- 


tional Automobile Dealers Assn., 


officials of local, state and national 
and many members 
of Congress have pledged support 
initiated by 
secure revision’ of the 
Wagner National Labor Relations 
Act, according to letters received 
at NADA headquarters from. all 


associations, 


to the movement 
NADA to 


parts of the country. 


The campaign for revision of the 
act grew out of the Chrysler strike 
when the business of 


last fall, 
‘thousands of dealers was paralyzed 
‘by the suspension of automobile 
production while the factory and 


the union pressed for their respec- 
tive demands. The situation brought 
out the weakness in the act which 
make a third party, such as dealers 


of a particular commodity, the in- 
nocent victims of a labor dispute 
in which they had no voice. 


With their source of supply cut 
off, dealers’ individual operations | 7 


were jeopardized to a point where 
they were forced to appeal to 
Washington through NADA. When 
the strike was settled, the execu- 


tive committee of NADA took ac- r 


tion to prevent a recurrence of 
this distress by asking members of 
the association to enlist the aid 
and co-operation of their com- 
munities in forwarding appeals to 
their congressmen for revision of 
the labor act, without jeopardiz- 
ing the inherent rights of the dis- 
putants. 


Offer New Connectors 
LOS ANGELES.—Acid-proof, non- 
corroding ‘“‘Flash’’ battery connectors 
are being introduced by the Camway 
Mfg. Co. here. 
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WATCH-LIKE 


-PRECISION IN NICKEL STEELS 


Precision rivalling the watchmak- 
er’s craft, tolerances as close as 39 
millionths of an inch, are vital in 
producing Diesel fuel injection 
equipment made by the American 
Bosch Corporation, Springfield, 
Massachusetts. A leading supplier 
of fuel injectors for Diesel engines, 
American Bosch has built an en- 
viable reputation for outstanding 
performance and unfailing service 
in this exacting field. Supplement- 
ing sound engineering design and 
advanced methods of fabrication, 
Bosch equipment relies upon high 
grade materials for long life, re- 
sistance to corrosion and wear, and 
maintenance of dimensional ac- 
curacy. Among high grade alloys 
utilized .for these essential parts, 
Nickel holds an important place. 
For example, Nickel-chromium al- 
loy steel is specified for the shell 
used in roller tappet assembly, for 
the delivery valve, valve stem, and 
spray nozzle body. Here is another 
illustration of the widespread use 
of dependable Nickel alloy steels 
in all manner 
of automotive 
parts. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N. Y- 



































of new taxes, it is pointed out. 
Comparisons are based on U. S. 
bureau of census figures. 

Taxes on gasoline and other 
motor fuels brought the states the 
largest amount of revenue in 1939, 
totaling $800,881,000. Next in line 
of the big contributors was the 
payroll tax, which amounted to 
$798,993,000 in the 48 states. The 
proportion of total tax collections 
in 1939 represented by these two 
taxes was nearly the same—20.9 
percent from motor fuels, and 20.8 
percent from payroll levies. 

In 1937, motor fuel taxes had 
brought in 20 percent and the pay- 
roll tax, at the time effective in 
only 36 states, ‘9.2 percent of total 
collections. 

Two other taxes—income and 
liquor— made appreciably larger 
contributions to state revenues in 
1939 than in 1937. Liquor tax and 
license receipts went up from $174,- 
208,000 in 1937 to $218,546,000 in 
1939. Income tax receipts of the 
states increased from $239,655,000 
to $$329,354,000, including the ad- 
dition resulting from changing 
certain receipts formerly classified 
as “special property taxes” to the 
“income” classification. 

Total tax collections of the states 
in 1939 amounted to $3,831,764,000, 
as against $3,056,958,000 in 1937. 
Amounts and proportions con- 
tributed by the various types of 
taxes in 1939 were as follows 
(amounts listed in thousands of 
dollars) : 


Motor Fuels ........ $ 800,881 20.9% 
rrr 798, 20.8 
General Sales ....... 442,336 11.5 
Motor Vehicle License 362,289 9.5 
PO seessiccccesen 329,354 8.6 
SOOO cc cceccecvecs 241,218 6.3 
DEE. sibewesdeees se 218,546 5.7 
Gross Receipts on 

Utilities, etc ...... 206,821 5.4 
License Taxes ...... 151,728 4.0 
Death and Gift ..... 133,026 3.5 
ee 59,537 1.6 
PETES. vccceccsccse 44,423 1.1 
ED sit écuaseeseare 42,612 1.1 


Chevrolet Moves 
Regional Office 


BUFFALO, N. Y.—Chevrolet’s 
Eastern regional office will be 
moved from Buffalo to Baltimore, 
it is announced here by Robert F. 
Hicks, regional manager. 

Hicks, Frank W. Williams, as- 
sistant regional manager in charge 
of used car sales, and Russell O. 
Wissinger, assistant regional man- 
ager in charge of new car sales, 
will begin operations in the new 
office immediately. 

A departmental staff will move 
to Baltimore Apr. 1. It comprises 
Dewitt S. Schwartz, manager of 
the business management depart- 
ment, and his assistant, William 
T. Reed; Victcr Herschier, man- 
ager of parts and accesvories, and 
his assistant, William Hanson; 
William J. Kelly, organization 
manager, and C. S. Glock, truck 
manager. 

Reason for the change is the 
more central location of Baltimore 
within the Eastern region, Hicks 
said. Offices of the new regional 
headquarters will be in the Chev- 
rolet-Fisher Body plant in Balti- 
more. 


N. Y. Unfair Sales Bills 


Undergo Many Changes 

ALBANY, N. Y.— Numerous 
changes, including elimination of 
both the mandatory 6 percent re- 
tail markup and 2 percent whole- 
sale markup, have been made in 
the so-called “unfair sales bill” in- 
troduced in the state legislature 
here by Assemblyman George B 
Parsons. Definitions of “cost” are 
included in the amended measure, 
designed to curb below-cost mer- 
chandising in all retail and whole- 
sale fields. 

A companion bill, introduced in 
the Senate by Senator Joseph Es- 
quirol, also was expected to be 
completely revised along similar 
lines. The changes were intended 
to give the proposed legislation 
better chance of passage and to 
overcome objections raised last 
year when a similar measure was 
vetoed by Gov. Lehman. 
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ount for 20.9% of State Collections 


New Buick Models . 


FOUR NEW 
Roadmaster chassis are announced by 
two cou eee 

wer Buick valve-in-head i 
he Series 70 Roadmaster convert 


CONVERTIBLE ~ pe Series 
8 on 121-inch and 126-inch wheelbeses, pes aed be 
oised straight eight engines. 
ble coupe with special automatic top. 








r and Series 70 
wo phaetons and 
wered by 107 and 141 horse- 
Above is shown 





BUILT CLOSE to the 
four new convertible models just announced 7 


base, 107 horse 


convertibles include coupe models with 
and Series 70 Buick ines and . Series ’ 


50 


round, this Series 50 Su 
wer micropoised valve-in-hea 


r phaeton is one of the 
= - It has a 121-inch wheel- 
traight eight engine. The new 
ecial automatic top in both the Series 
0 phaeton. 





Many Experts on Program 


For ASTM’s Spring Meeting 


DETROIT.—Prominent technical 
experts and authorities on engi- 
neering materials will discuss the 
subject “New Materials in Trans- 
portation” at the spring meeting 
of the American Society for Test- 
ing Materials, to be held at Hotel 
Statler here Wednesday. Seven 
papers are scheduled for the morn- 
ing and afternoon sessions. 

Throughout the week, beginning 
Monday and extending through 
Friday,/ there will be in progress— 
morning, afternoon and evening— 
meetings of the society’s com- 
mittees which have as their main 
function the development of stand- 
ard specifications and methods of 
testing engineering materials. 

General arrangements for the 
meetings have been in charge of 


Sales Stimulated 
By Open House 
In Boston Area 


BOSTON.—Motor car dealers in 
Metropolitan Boston, taking ad- 
vantage of the annual Washing- 
ton’s Birthday open house pro- 
gram, sold many new and used 
cars, it is reported. Many names 
of prospective buyers were’ re- 
corded for possible sales later. 

The day was perfect for both 
the dealers and visitors. After a 
week of storms, which forced many 
people to remain at home, clear 
skies and warm sunshine had a 
psychological effect to get them out- 
doors. And as this holiday event, 
now 21 years old, has become a 
real attraction thousands went to 
the motor showrooms. 

In some’ showrooms - special 
features were presented. There 
were moving pictures, musical pro- 
grams, art exhibits and educational 
displays. 

Factory regional managers and 
Boston distributors contacted deal- 
ers in the suburbs and learned that 
in those sections hundreds of visi- 
tors were calling at showrooms, 
and that sales of new and used 
cars in those sections were very 
good. Also that they were obtain- 
ing many prospects for future 
sales. 


New Plant Started 


LONG ISLAND CITY, N. Y.—Lam- 
inated Shim Co., Inc., announces that 
work has started on a new plant lo- 
cated at Stamford, Conn. he new 
building will have 30,000 square feet of 
floor space. 


the ASTM Detroit district com- 
mittee headed by T. A. Boyd, head 
of fuel department, General Mo- 
tors Research Laboratories, with 
C. H. Fellows, head of Chemical 
division, Research department, De- 
troit Edison Co. as_ secretary. 
Other members of the committee 
include: 

C. E. Heussner, Chrysler Corp.; 
W. H. Graves, Packard Motor Car 
Co.; J. W. Kennedy, Huron Port- 
land Cement Co.; J. L. McCloud, 
Ford Motor Co.; Peter Altman, 
University of Detroit; S. D. Heron, 
Ethyl Gasoline Corp.; W. P. Put- 
nam, Detroit Testing Laboratory; 
A. E. White, University of Michi- 
gan; W. C. DuComb, W. C. Du 
Comb Co., Inc.; Sydney Bevin, 
Fiske Brothers Refining Co.; Mar- 
tin Castricum, United States Rub- 
ber Co.; H. C. Mougey, General 
Motors Corp.; J. H. Walker, De- 
troit Edison Co.; F. P. Zimmerli, 
Barnes-Gibson-Raymond, division 
of Associated Spring Corp.; V. M. 
Darsey, Parker-Rust-Proof Co.; A. 
J. Herzig, Climax Molybdenum Co. 
of Michigan, Inc.; and E. W. Up- 
ham, Chrysler Corp. 

The technical Symposium on 
New Materials in Transportation 
was developed by Heussner and 
Graves. The program is as follows: 

Wednesday morning — “Exhaust 
Valve Materials for Internal Com- 
bustion Engines,” S. D. Heron, O. 
E. Harder, R. M. Nestor; “Selec- 
tion and Application of Automotive 
Steels,” A. L. Boegehold, W. H. 
Graves, E. W. Upham; “Rubber of 
Tomorrow,” S. M. Cadwell. 


Wednesday afternoon—“Advances 
in the Use of Concrete in Trans- 
portation,” Miles D. Catton; “Re- 
cent Developments in the Use of 
Asphalt for Transportation Pur- 
poses,” Bernard E. Gray; “Trends 
in Properties of Volatile Liquid 
Fuel,” D. P. Barnard, A. H. Fox; 
“Developments in Lubrication,” J. 
[. seerent, R. C. Moran, C. M. 

iff. 


Wednesday at 6:30 p.m. the An- 
nual Spring Dinner will be held, 
featuring an address on “The An- 
tiquity of Things New in Trans- 
portation” by J. S. Worley, pro- 
fessor of transportation engineer- 
ing and curator of the library of 
transportation, University of Mich- 
igan. T. A. Boyd, chairman of the 
Detroit district committee, wil! be 
toastmaster. Other speakers will 
include H. H. Morgan, Robert W. 
Hunt Co., president of ASTM, and 
C. L. Warwick, secretary-treasurer. 











British Car Sales | 
Drop 75 Percent | 


Since War’s Start! 


LONDON. — (UTPS).— Effect of 
the European war and consequent} 
gasoline rationing, together with 
horsepower taxation, is illustrated | 
by figures issued by the British 
ministry of transport, which show 
that only 9,595 new motor vehicles | 
were registered in December 
against 37,181 in December, 1938. | 

Since September, sales of new) 
cars have dropped to less than a 
quarter of those in the correspond- 
ing period of the previous year. 
Figures of registration in Decem- 
ber compared with the same month 
in 1938 were: 





1989 1938 

Cars taxed on h.p...... 4,668 26,018 
Motorcycles .........- 707 2,178 | 
Hackney Vehicles ..... 194 577 | 
Goods vehicles ....... 844 5,504) 
Agricultural engines... 652 175 
Gov.-owned, etc. ...... 530 2,729 
Serer errr ce 9,595 37,181 


Following table gives compara- 


tive figures on total vehicle sales | 
for the last four months of 1939- 


40 and 1938-39: 
Motor-vehicle registrations: 
1939 


1938 
September .......... 17,738 22,118 
EE s0iess.v0si0ad 11,408 24,572 
November .......... 10,070 33,833 
ee 9,595 35,181 | 


on 


—_—_—_ 


New cars registered during the | 


periods: 


1939 1938 
September ........... 6,853 14,106 
SEE SceisG sabes 2,987 15,839 
INOUONOEE oi occdescscs 3,549 23,588 
POON os cekiscscses 4,668 26,018 


September and October figures 
are supplied by the Society of Mo- 
tor Manufacturers and Traders. 


Canada Reporting 


Business Uptrend 


MONTREAL. — Apart from war 
conditions—and perhaps in spite of 
them—Canadian business is very 
definitely on the upgrade this year, 
with enormously increased pur- 
chasing power manifesting itself on 
the prairies and a remarkable im- 
provement existing in the Maritime 
provinces. 

This is the conclusion of R. M. 
Sale, general sales manager for 
Ford of Canada, who has just 
completed a tour by airplane and 
train from Vancouver to Halifax. 

In Saskatchewan, where business 
was extremely poor for a number 
of years due to crop failure, the 
farmers have now had two good 
crops, said Sales. In the Maritime 
provinces business is reported 
booming, except with the apple 
growers whose markets in Britain 
have been upset by war conditions. 


Ala. Wholesalers Vote 





To Exchange Credit Data | 


MONTGOMERY, Ala.—Members | 


of the Automotive Wholesalers’ © 


Assn. of Alabama voted to ex- 
change credit information among 
themselves on 60-day delinquent 
accounts at the association’s quar- 
terly meeting here. This informa- 
tion will be cleared through the 
office of Executive Secretary W. 
R. Sims in Montgomery. 

The association group was the 
guests of Montgomery members at 
a barbecue at the country estate of 
Matt Lawson, automotive whole- 
saler of Birmingham. 


Sees: 
REGROOVING simptiriep 


fa Shop Man Can Learn 1 HOUR 


groove Well in... 


With the 


VAN 





* AND ® 
FREE COURSE OF INSTRUCTION 
WRITE FOR CATALOG TO 





VAN TIRE TOOLS, INC. 
160 N. 22nd St., Phila., Pa. 


A FEW CHOICE DEALER FRANCHISES NOW AVAILABLE 
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“DODGE CARS are the plus value in their field. And that’s 
what every buyer wants. It’s one thing to make a sale...quite 
another to make a customer. Dodge value builds customers, and 
customers are what count in any profitable business. But Dodge 
cars are only one part of this great dealership. It also gives me... 








“DODGE JOB-RATED TRUCKS — the ecasiest-to-sell 
trucks I’ve ever known! With this great line, I'can offer my 
prospects trucks of exactly the right size and type to fit their indi- 
vidual hauling needs. Naturally, I have built up a big truck 
business to swell my profits, but that still isn’t all... 


“PLYMOUTH CARS are tops in the low-price class—in 
performance, beauty, easy riding, safety and economy. Plymouth 
is a fast seller because it’s so easy to point out how much more Plym- 
outh gives for the money. Along with Dodge cars and Dodge Job- 
Rated Trucks, they give me 3 lines of fast-selling merchandise.” 


















THIS TRIPLE-PROFIT 


DEALERSHIP IS THE 





| GREATEST PROHIT 
OPPORTUNITY 


IN THE INDUSTRY 


HEN you consider the 

advantages of the Triple- 
Profit Dealership... you find it 
has a combination of advan- 
tages that no other dealership 
can offer. 

The Dodge-Plymouth deal- 
ership includes three fast-sell- 
ing lines of merchandise. 

The Dodge-Plymouth deal- 
ership offers an opportunity 
for profits on not one, but on 


FOUR OUT OF ; 
FIVE SALES ARE MADE IN TH 
MARKET COVERED BY THIS 


TRIPLE-PROFIT 
DEALERSHIP 


SIDNEY WEBER 
Sidney Weber, Inc. 
St. Louis, Mo. 





three great lines. Each one is 
a money-maker in its own 
field. Actually, four out of 
five sales are made in this 
market. 

Dodge and Plymouth have 
what it takes to make money 
for dealers—and that’s why 
Dodge dealers from coast to 
coast say the Triple-Profit 
Dealership is prize number 
one of the industry! 
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Automotive Exports Decline 5.9 Percent During ’39 





Total Dips to $266,024,944; 
Cars Show Decrease of 15% 


Special to Automotive News 


WASHINGTON. — Final figures, 
covering automotive export trade 
during 1939, show that shipments 
attained a valuation of $266,024,944, 
a decrease of 5.9 percent from the 
1938 total of $282,813,952, the U. S. 
an- 
nounced last week. The 1939 figure 
was 19 percent above the 10-year 
average for 1930-1939, inclusive, 
which was in excess of $222,000,000. 

Passenger car demand declined 


department of commerce 


Court Dismisses 
Suit Challenging 


Used Car Law 


ST. PAUL, Minn—Federal dis- 
trict court in St. Paul has dis- 
missed a case challenging the con- 
stitutionality of the new Minne- 
sota used car law, 
passed by the 1939 state legislature, 
brought by R. H. Reese, of De- 
troit Lakes, Minn., importer of used 
automobiles for resale in Minne- 
sota, on the grounds that the fed- 
eral court lacks jurisdiction. 

The case was in the nature of 
an injunction action brought 
against Mike Holm, secretary of 
state. The dismissal of the case is 
regarded as a distinct victory for 
the state in view of the fact that 
at a previous hearing, conducted 
before a three-judge court, the 
state had asked for dismissal of 
the case on the contention that the 
federal court does not have juris- 
diction. The state lost its motion 
at that time with the result that 
the new hearing was scheduled, 
resulting in its present disposal. 

Under the law, dealers who bring 
automobiles from other states into 
Minnesota for resale, must deposit 
with the state a surety bond in the 
full amount of sale price of each 
motor vehicle, but not to exceed the 
sum of $1,000 plus a filing fee of $5. 


Lenz Is Elected 


President of the Sfanufacturing. Ason, 

4 i of ee a 8. "a 
ead e@ organiza 

agnied } on for the 
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which was 


15 percent from 1938 with 137,866 
units, valued at $84,658,401 as com- 
pared with 161,612 units valued at 
$100,143,211. Five leading countries 


of destination were identical with 
1938, ie, Union of South Africa, 
Canada, Australia, Argentina and 
Sweden although their relative po- 
sition of importance in the previ- 


ous 12-month period was Union of 


South Africa, Argentina, Australia, 
Sweden and Canada. 

Each of these countries, with the 
exception of Canada, revealed a 
lower participation in their imports 
of American cars. 


Improved purchases were record- 
ed, however, in the case of Mexico, 
Colombia, British India, Philippine 
Islands and Venezuela, the totals 
being higher both in value and 
number of units. 


Exports of trucks and buses were 
but 3.6 percent under the 1938 to- 
tals, with 114,665 units, worth $69,- 
504,614, as against 115,595 and 
$72,116,930. Although the total of 
all commercial units was reduced, 
there was an improved demand for 
medium capacity trucks in the 
category from 1 to 2% tons. 

British India, Belgium, Hong 
Kong, Union of South Africa and 
Brazil represented the chief pur- 
chasers and all improved their re- 
quirements as compared with the 
previous year. Five leading mar- 
kets in this classification during 
1939 were Argentina, Belgium, Ja- 
pan, Union of South Africa, and 
Hong Kong. 

Demand for miscellaneous auto- 
motive products was slightly higher 
during 1939 with a total of $111,- 
861,929, in comparison with $110,- 
553,811. Automotive engines, re- 
placement parts, accessories, 
trailers, and motorboats with en- 
gines installed showed 1939 totals 
— of those recorded during 

This was evident particularly in 
the shipments of replacement parts, 
which reflected the demand for 
parts with which to maintain cars 
in operation because of the inabil- 


ected | ity to purchase new units, the ex- 


port total in this category advanc- 
ing from $41,524,919 in 1938 to 
$51,732,558 in fhe year just ended. 


Minneapolis Sets 









Used Car Week 


MINNEAPOLIS. — Third annual 
Minneapolis Used Car Exchange 
Week will be held Mar. 10-16, ac- 
cording to R. N. Jones, president 
of Minneapolis Automobile Deal- 
ers’ Assn. 

Minneapolis Tribune, sponsor of 
the event last year, will again 
sponsor the affair this year, which 
has the approval of the local dealer 
association. A large publicity cam- 
paign, using the promotional ma- 
terial to be prepared by the news- 
paper, will be used during the 
week and will consist of display 
ads and streamers on the used car 
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% Save time and money in De- 
troit. Stop at the Abington. 
General Motors, Fisher and 
New Center Buildings with- 
in five blocks. Chrysler 
(H.P.), Packard and Dodge 
plants three miles closer. 
Complete hotel service. 
Cheery atmosphere. Dining 
Room. Free parking. Cabs. 
Bus service ‘round the cor- 
ner. Suites 2-5 rooms. Rooms 
from $3.00. 


TL 


Pres. & Mgr. 
* DETROIT 
GEN. MIRS. BLOG, 


Wm. J. BAYER *® 
700 SEWARD 


5 BLOCKS. NORTH OF 








| pages of the newspaper, car stick- 
radi 


ers, window signs, o broad- 


casts and news items. 


Page, GM Official, 
Dies at Hialeah Park 


Fla.— DeWitt Page, a 
vice-president and director of 
General Motors Corp., collapsed at 
Hialeah Park here last Wednesday 
and died a few minutes later at 
the race track’s hospital. Mr. Page 
was sitting in a box at the track 
with his wife when he collapsed. 

Mr. Page, whose home is in 
Greenwich, Conn., was named a 
member of the General Motors 
executive committee in 1920; be- 
came a director in 1923 and was 
elected vice-president in the same 
year. He was also president and 
general manager of the New De- 
parture Mfg. Co. 


Strohm Joins K.-S. 


ANN ARBOR, Mich. — Harry 
Strohm has joined the sales depart- 
ment of the King-Seeley Corp. He 
formerly was with Wheeler Schebler 
Carburetor, Bendix Products Corp. 
and Pines Winterfront and Modern 
Tool & Die Co. 























IT TOOK A HEAP of driving — in fact, Driver 
Reed, his official AAA observer, covered more than 1 

of highway si 
or this layout. 
ormity of vehicle regulations — still 


truck to collect this arra 
which they were chosen 


Harry Hartz and Stanley 
00,000 miles in a Chevrolet 
6 and several hundred others from 


though uniformity of road markers 
ies in the future, the highways 


un 
are —— to a point where travelers can manage to get about, as the Chevrolet's 
wanderings through 48 states, Canada and Mexico proved. 


Extension of U.S. Trade Act 
Urged by Motor Makers 


WASHINGTON. — Importance of 
expanded foreign trade to both the 


agricultural and industrial seg-/|H. 


ments of the United States econ- 
omy was stressed by the Automo- 
bile Manufacturers Assn. in a 
statement before the Senate 
finance committee urging extension 
of the Reciprocal Trade Agree- 
ments Act. 

AMA’s views were presented by 
Burton C. Budd, chairman of the 
export committee, and vice presi- 
= of Packard Motors Export 

rp. 


High Car Output 
Stull Unreflected 
In Steel Orders 


YOUNGSTOWN, O.— Relatively 
high automobile production has yet 
to be reflected in steel purchases, 
with production schedules in this 
district down three points to 40 
percent of capacity. 

A check to the recent slump in 
steel making is in sight, major 
operators hinted, with prospects 
brighter for a leveling off in 
March. Consumers still are order- 
ing conservatively, in the absence 
of most of the incentives which 
prompted heavy forward buying 
last fall. 

Inventories of steel users are 
moderating, but it is thought un- 
likely stocks will be permitted to 
decline to the level prevailing in 
the middle of 1939. This means 
that replacement buying on the 
part of some consumers is not far 
off, operators asserted. 





Mo. Receipts at Peak 


ST. LOUIS.—Missouri set a record of 
$13,069,230 in road-building gasoline 
tax collections last ooh tk: surpassing 
1's as b see. - Sane Sn 
u 0} e increase w a 
total yield of $1,079,744. 


In substantiation of the auto- 
mobile industry’s endorsement of 
J. Res. 407, renewing the act, 
Budd called attention to the in- 
creased employment and purchas- 
ing power produced in the U. S. 
by the industry through enlarged 
output of vehicles for export. 

Noting that between 85 and 90 
percent of the industry’s annual 
sales go to domestic customers, 
the witness stressed the motor 
manufacturer’s basic concern with 
the welfare of the home economy. 
In this connection he noted the 
allegations sometimes made that 
trade agreements may harm the 
American farmer (best customer 
of the automobile industry). 


“To the contrary,” he told the 
committee, “we believe that the 
duty reductions that have been 
made had no serious effect on the 
agricultural industry, while in- 
creased exports have widened the 
market for farm products... Agri- 
culture and industry have a com- 
mon stake in foreign trade.” 


20% of Newark Fires 


Concern Vehicles 


NEWARK.—One out of every 
five fire alarms in Newark was 


for a motor vehicle fire, accord- 
ing to the 1989 records of this 
city. Out of a total of 3,139 
legitimate fire alarms last year, 
620 were for motor vehicle fires. 


Last year there were alarms 
for 58 fires in common car- 
riers, 61 in private carriers and 
three in tank trucks transport- 
ing flammable liquids. There 
were 19 alarms for fires in 
buses and 448 for passenger car 
fires. The total represents more 
than 19 percent of that city’s 
fire department runs during the 
year. 
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| | Tire Shipments 


In Jan. Exceed | 
°39 by 5 Percenj 


NEW YORK.—Shipments ¢ 
automotive casings during Januar 
are estimated at 4,276,512 unity 
which is 9.8 percent lower than th 
4,740,112 units shipped during De 
cember but 5.4 percent above ship 
ments for January, 1939, accordin 
to the Rubber Manufacturers Aasn. 
Inc. 
Replacement shipments total 
2,382,826 units in January. Thi 
is 18.8 percent above the Decem 
replacements of 2,006,188 units 
5.2 percent above replacement shi 
ments for January, 1939, whi 
were 2,265,353 units. ; 

Shipments of casings for origins 
equipment purposes are estimate: 
to have been 1,804,606 units, a de 
crease of 31.1 percent under th 
December figure of 2,618,097 unit 
and 7 percent over January, 1939 
when original equipment shipment; 
were 1,686,712 units. 

Export shipments are estimate( 
to have been 89,080 units for Jan. 
uary which compares with 115,827 
units for December and 105,30 
units during January, 1939. 

January production, estimated a! 
4,976,548 units, was 11.1 percen 
higher than December and 11 
percent above January, 1939. Au 
motive casings in the hands oj 
manufacturers Jan. 31 are esti 
mated at 9,388,742 units. This rep 
resents an increase of 8.1 percent 
over Dec. 31 stocks and 5.1 percent 
over the Jan. 31, 1939, inventory. 


Wyoming Sales 
Up 5% in 194 


CHEYENNE, Wyo.—Automobil 
sales in Wyoming for the six weeks, 
of 1940 were up almost 5 percent 
over the same period in 1939, ac 
cording to figures compiled in the 
secretary of state’s office. Wi 
wool and cattle prices looking u 
as a result of the European situa: 
tion, dealers believe that sales for, 
the year will surpass 1939. 

The number of new trucks sold 
in the state in January was un 
usually large in comparison with 
the number of new cars sold, pas- 
senger car sales totaling 627 ani 
truck sales 201. Laramie county 
(Cheyenne) was first with 81 new 
passenger cars and 29 trucks, while 
Natrona (Casper) was second with 
62 and 20. 


Tri-State Dealers Fete 


Hatch, ‘Grand Old Man’ 
CAMDEN, N. J.—H. Morgan 
Hatch, veteran dealer, widely 


—_ 





known as the “grand old man” of 


the automotive industry in South 
Jersey, was honored by automobile 
dealers from a tri-state area at 4 
testimonial “surprise” dinner spon- 
sored by the Camden Auto Trad 
Assn. last Tuesday night at Web 
er’s Hof Brau, Pennsauken town 
ship. More than 125 persons at 
tended the event, at which former 
Judge John B. Kates was toast: 
master. 

Speakers included William L 
Mallon, secretary of New Jersey 
Automotive Trade Assn. and 4 
NADA director; James Gallagher, 
pioneer dealer; William Scerbo, 
vice-president of the state as: 
sociation; William Jones, Mt 
Holly dealer; C. C. Heimbach, long 
an associate of Hatch, who pre 
sented a resolution commending 
the honor guest for his service to 
the automotive trade, and B. W. 
Gibbs, who presented a bouquet to 
Mrs. Hatch. 


Atlanta Used Car Week 


To Run Through Mar. 9 


ATLANTA. —(UTPS).— Atlanta’: 
‘Used Car Week” began Mar. ! 
and will continue through nex! 
Saturday. 

This will be Atlanta’s third con: 
secutive “Used Car Week,” ané 
dealers are looking for it to be 
even more successful than the 
other two weeks have been. 


New Plant to Open 
HOLLAND, Mich.—Holland Precisiot 
Parts Co., a new enterprise here, will 
open its office Mar. 25 and operation 
will get under way Apr. 15. 


— if .f 8 





WHEN YOU HAVE 
THE CHEVROLET 
FRANCHISE YOU 
HAVE FRIENDS 


CHEVROLET MOTOR DIVISION 
General Motors Sales Corporation 
DETROIT, MICHIGAN 
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Every 25 seconds 
of every day, 
Somebody buys 
a new Chevrolet! 


Te ee ee 





Wall Street Sees. 


Earnings in First 





Quarter 


To Top ’39 by Good Margin 


Special to Automotive News 

NEW YORK.—Wall Street right 
now is giving close attention to 
automobile retail sales figures and 
is finding them pretty much to its 
liking. The Street believes trend of 
demand to date indicates full 
seasonal strength in sales when 
spring gives its incentive to buying. 


Indications are that first quarter 
earnings will make a very good 
showing, when compared with a 
year ago, and that for the first half 
the comparison also will be favor- 
able. For the full year it is believed 


United Motors 
Starts Program 
For Delco-Remy 


DETROIT.—The 1940 Delco- 
Remy program was launched Mar. 
2 at meetings in each branch of 
the United Motors Service through- 
out the nation, and representatives 
of United Motors Service are now 
holding similar meetings among 
distributors’ salesmen. United Mo- 
tors Service is distributor of Delco- 
Remy products. 


Featuring the presentation at all 
meetings is a 30-minute slide film 
which illustrates the size of the 
Delco-Remy market, the size of the 
Delco-Remy plants, and the pre- 
cision of manufacturing processes 
in these plants. 

Film also provides a quick re- 
view of the factory-authorized gen- 
erator and. voltage exchange plans 
and a glimpse of the accounts that 
are Delco-Remy customers and 
prospects. Although the film was 
prepared for salesmen § selling 
Delco-Remy products, it is avail- 
able for use by distributors at 
meetings with their accounts. 

Second most important feature 
of the program is the “Why” book- 
let, which has just come off the 
press. It has been designed to 
carry the story of the film to the 
general trade. The contents stress 
the position of Delco-Remy in the 
industry, the quality of the mer- 
chandise produced and benefits ac- 
cruing to distributors and dealers 
associated with Delco-Remy. 





1 =to hell with 
the guy in the 
corner office!’ 


ET your copy of Automotive News 

every Monday when he gets his. 
Don’t wait for it to be routed to 
your desk. News, like fish, is only 
good when it’s fresh! We've made 
it easy for every man to have his 
own copy of Automotive News, by 
offering additional subscriptions to 
the same address at Two Dollars 
Each. Send label from original 
wrapper and $2 for each additional 
name. 
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Stock Averages 


Previous Latest Year 

Week Week Change Ago 

SO GINSTS cccvecseee. 36.12 35.97 —0.15 32.62 
10 car-truck Co.'s 38.65 38.52 -—-0.13 33.60 
10 parts-access. ..... 25.67 25.58 —0.09 26.56 
4tire-rubbers ...... 23.66 23.20 —0.46 28.53 





possible that the industry may ob- 
tain additional earnings from busi- 
ness originating from the $1,000,- 
000,000 aircraft buying program an- 
nounced by the British and French 
purchasing commissions in this 
country. 


Although little of this business 
may go directly to automotive 
units, there is expected to be a 
large amount of sub-contracting, of 
which the industry may get con- 
siderable. Also there is the possi- 
bility that more sales of motor ve- 
hicles to the Allies may be made 
and that Latin America may prove 
a better market for American cars 
and trucks. 


Meanwhile, the automotive stocks 
on the exchanges continue to hold 
within a narrow range, in line 
with shares generally. Low priced 
issues still are active at times, with 
prices edging upwards in many 
cases. Price movements for the 
most part are influenced more by 
outside forces than by develop- 
ments within the industry itself. It 
is possible that more and more 
over the next few months domes- 
tic political considerations will be 
: _— factor in the stock mar- 

ets. 


Used Car Boon 
To the Industry, 


Akers Declares 


DETROIT.—The used car prob- 
ably never received more eloquent 
recognition than that given it by 
Forest H. Akers, who, being vice- 
president and director of sales of 
Dodge, might be supposed to be 
interested chiefly in the merchan- 
dising of new cars. 


“To my: notion, motoring owes 
a debt of gratitude to the used 
car,” said Akers, “for without the 
used car the United States would 
never have achieved its command- 
ing position as the most com- 
pletely motorized country in the 
world. We understand this more 
fully when we learn that about 
10,000,000 of our 30,000,000 motor- 
ists buy new automobiles, while the 
remaining 20,000,000 purchase their 
transportation in the form of used 
cars. 

“Though it is customary to en- 
vision automobile development on 
the basis of new cars,” Akers con- 
tinued, “it is altogether proper for 
sales executives and dealers to re- 
gard the used car as a triple boon 
—for the motorist who benefits by 
economical and at the same time 
modern transportation—for the 
dealers whose new-car sales are 
speeded up by the trading in of re- 
cently new cars—and for the auto- 
mobile industry and its armies of 
workers whose new-car output is 
kept at high levels by the fact that 
used cars find a continuous mar- 
ket.” 









Slayter Is Honored 
For Fiberglas Work 


CINCINNATI. —Games_ Slayter, 
of Toledo and Newark, O., who 
founded the Fiberglas industry by 
transforming glass into thread- 
like fibers, last week received the 
award of a “Modern Pioneer,” 
which was presented to outstanding 
inventors and research workers by 
the National Assn. of Manufac- 
turers. 

Slayter received the award, to- 
gether with several other men 
from Ohio and nearby states, at a 
banquet held in the Hotel Gibson | 
here. Slayter is vice-president of | 
Owens-Corning Fiberglas Corp., 
and is in charge of research and 


development. 
| 





fresh automotive viewpoint. 
read George M. Slocum’s “‘A Word in 
Edgewise.’ 
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Full Steam Ahead for Car Sale| 





DETROIT’S RECENT cold snap was 
De Soto dealer, who is shown here with 


Anchorage (Alaska) 





ust a spring breeze to O. A. 


Jordet, 
L. G. Peed, 


vice-president in = of sales. Jordet arrived from Anchorage last week 


on bis first visit to t 
than 35 or 40 below in Anchorage. 


e “‘States’”’ in five years. He said it never gets colder 


Syracuse Dealer Makes Hay 
While Winter’s Snow Falls 


Special to Automotive News 

SYRACUSE, N. Y.—Rigorous 
winter weather during most of 
February, bringing deep snow and 
impeding traffic, hampered retail 
trade generally in this area, but 
Revoir Motors, Inc. (Hudson dis- 
tributor) bucked the weather suc- 
cessfully in a used car sale that 
broke every existing record of the 
company from the standpoint of 
units sold. 

Immediately following the worst 
of the February storms, a large 
newspaper ad pictured a car pur- 
chased at Revoir’s proceeding along 
the highway despite the snow 
while another make of automobile 
was marooned in a nearby drift. 

“Don’t worry about getting your 
car here for appraisal,” said Sales 
Manager Harry Howlett in this 
advertisement. “We'll dig it out. 
Come in yourself, tell us where the 
car can be found. We'll do the 
rest.” 

Revoir Motors, in starting its 
used car campaign, made the most 
of current industrial activity in 
Syracuse—a group of representa- 
tive factory payrolls up 35 percent 
compared with February, 1939, and 
the local relief situation showing 
definite improvement. Better busi- 
ness was emphasized by Frank G. 
Revoir, president of the company, 
in newspaper advertising messages, 
giving a cheerful note to the used 
car sale, regardless of snow storms. 

In addition to the liberal use of 


| Dealers Tell Me . | 


(Continued from Page 3) 
Patman-Horner bill in a middle- 
western city, who strangely enough 
is opposed to the referendum on 
the bill on the basis that all deal- 
ers in the United States are for it 
and therefore the referendum is 
unnecessary and probably unfair. 
I sincerely hope that this type of 
reasoning will not be prevalent in 
the coming poll. Up to now rela- 
tively few dealers have had oppor- 
tunity to study the bill at all and 
these only through the trade press. 
Therefore the assumption that all 
dealers are for it is rather prema- 
ture at least. Hysterical thinking 
of this sort will do none of us good 
on either side. May I again heartily 
recommend a careful study .and 
consideration before voting either 
way? This contributor’s letter is as 
follows: 

* a + 

“With further reference to the 
Patman-Horner bill, there is no 
question but what every dealer 
in the United States is for this 
bilL Do we understand it clear 
when you say you (Mr. Horner) 
want a referendum vote by letter 
from automobile dealers before 
this bill will be introduced in 
Congress? 

“As you know, the propaganda 
is very decidedly against the bill 
and many-of the dealers in the 
country will never comment in 
writing unless urged to do so.” 


space in the newspapers, prospects 
were systematically contacted by 
telephone and direct mail, the 
whole Revoir organization, stimu- 
lated by bonuses, entering en- 
thusiastically in the selling drive. 

The mechanical department made 
a fine showing, accounting for the 
sale of 20 cars (used and new) 
during the first 14 days of the sale. 
Prospects turned in by the depart- 
ment averaged four a day, me- 
chanics being assisted by members 
of their families in looking up new 
business. 

Comparatively few used cars— 
only the so-called leaders—were of- 
fered under inventory valuations. 

Results of the first 14 business 
days of the campaign were: 

Seventy-eight cars sold and 
scores of new prospects obtained. 

Path cleared for spring and 
summer business. 

Inventory of used cars, excessive 
at start, cut to below normal. 

Number of used cars sold topped 
the comparable period in January 
by 400 percent, and new car sales 
were up 300 percent. 


Printed Words 


Book of Selections 

CHICAGO.—Published in the be- 
lief that there is more to business 
than just selling goods, Link-Belt 
Co. has issued a 64-page book of se- 
lected editorials from “Link-Belt 
News,” its monthly publication 
which circulates throughout the in- 
dustries. 





* * * 


Packaging Catalog 
NEW YORK. —Announcement is 
made of the publication of the 1940 
edition of the Packaging Catalog— 
ae the twelfth annual appear- 
ance of this encyclopedia of the 
packaging industries. 


Pulley Folder 


MINNEAPOLIS.—A new folder on 
the Speedmaster vuriable speed pul- 
ley has been released by the Speed- 
master division of Continental Ma- 
chines, Inc. 

‘:¢ & 


CHICAGO. any mt 
-—‘‘Make Selling Y. 
Hobby” is the theme of the Sow 1940 
“‘Push Book"’ just released by Belnap 
and Thompson, sales promotion 
agency here. 

ea @ 


Rubber Tests Compiled 
_ PHILADELPHIA.—A compilation, 
issued by the American Society for 
Testing Materials’ committee on rub- 
ber and rubber products, provides in 
their latest form 30 widely-used 


» Specifications and test methods. The 


book has 210 pages. 
. «= @ 


Conveyors in History 
CHICAGO.—A new 48-page illustrated 
Book No. 1700, entitled Link-Belt Con- 
veyors in American snsustry. has 
been published by Link-Belt -» 3807 
N. Michigan Ave., Chicago. 


Hose Hints Given 

NEW _YORK.—Mechanical Goods di- 
vision, United States Rubber Co., has 
issued a 34- age booklet entitled, 
“U. S. Hose Hints.”’ It contains in- 
formation in the form of tables, etc.; 
illustrates various kinds of hose con- 
struction; lists various hose terms, 
methods of making hose, and explains 
how hose is tested before it is placed 
on the market. 








ees 


Packard Honors 
Master Salesmen sod 
For 1939 Record = tine | 


DETROIT.—W. M. Packer, vig 
president of distribution of Paci 
ard, is now sending out bongude 
checks and notices of high honplson- 
awards to Packard Master Sala Sheldon 
men throughout the United Stat join M 


























and Canada. Awards are for igxperience 
dividual sales records made duriyith J. W 
1939. oche, Wi 


Tabulation of the sales recorg Olson, ® 
of all Packard salesmen, just comeen 2 © 
pleted, disclosed that Don Walddroit for 
of New York, led all others. ih autom 
becomes president of Packageven yea! 
Master Salesmen for 1940 as ogith Gra) 
result. H. W. Maher, Brooklyn, wi 
last year was the national lead 
finished in second place with Jo} 
S. Loomis, Dallas, third. ah om 
becomes Packard Master Sale ; te c 
men’s vice-president and Loom ae cas 
secretary. : ing is ‘ 

The three top ranking salesme vitable a 
delivered a combined total of $42). .umer 
900 worth of new Packard cars { 
1939. Used car sales for which 
were responsible would carry 
figure to more than $500,000. 

It was found that during 
year, 624 had won the honor of b 
ing named Packard Master Sale 
men. These 624 Master Salesms 
during 1939 sold and delive 
$33,300,000 worth of automobiles.| 5 opera 

Winners of sales honors througi that con 
out the country were awarded $3ijamend, | 
000 in merchandise prizes and cas yertising 
bonuses totaling $8,800. 


Reply 
Replyin; 


ments’ 


on advel 


ey war 

WASHINGTON.—A new checkiess. I th 
ing system, worked out thro of th 
co-operation of Kansas City truckagainst | 
ing fleet owners and the local 
lice department during the p: 
few months, has materially 
duced the number of accidents ingrom 
volving trucks and the number 
arrests of truck drivers, it was 
ported here last week. 

When called to the scene of 
accident involving a truck, mem- 
bers of the police accident investi- 
gation squad question the driver 
regarding his driving experience, 
employment and length of service! 
The information, noted on 





I 


tor’s Ni 
monick 


regulation accident report, is this cit 


copied the following day on an in: former 


dex card. A copy of this card ig bee 
sent to the fleet owner for his file °f Pon 
The same procedure is followed if 8¢Y ha: 
the driver is arrested for a traffic tors sin 
law violation. | of ze 

With this information, the fieej i? Chin 







habits is being kept, and that con- 
tinued employment may be based) Sotto 
on their respect of the citysire, Ge 
traffic laws. tanding 


Dates Set for Shows 


In European NationsVamec 
WASHINGTON. — The following geijer 
information, with respect to Eurttnc, p 
pean automobile exhibits durit{announc 
1940, has just reached the U. 8 Cars 
department of commerce from thtthe com; 
Bureau Permanent des Construc’ gq, 
teurs d’Automobiles: atl ont 
Belgium, Brussels International argely 
Fair, Mar. 6-17; exhibitions of ntlonn 
automotive vehicles at this fair d oth 
are not authorized this year. ew co! 
Bulgaria, Plovdiv 18th Sample imilar 
Fair, Apr. 29-May 12; all automo Seiler ' 
tive vehicles may be exhibited ain audiy 
this fair including passenger cals. Warner 
trucks, tractors, motorcycles, spare, Prior 
parts, etc. ifield, C: 
France, Foire de Lyon, Apr. 13Ja memt 
21; only exhibition in France, */the Dei 
far, at which automobiles may D¢) Times. 





shown. 

Netherlands, Utrecht Fair, Spring Flicke 
Fair, Mar. 5-14; Autumn Fair, Conti 
Sept. 3-12; at these fairs, both ard } 
spring and autumn, only truck’ pa oar 
and buses may be shown. ‘eral M 

new so 
Offer New Fan lars,” J 


PASADENA, Calif.—Distribution by Pac 
through the automotive trade is now New 
being established 4 Kontrol-Fan, Int. pogsipi 
manufacturers of thermostatically coD- 
trolled, variable-pitch fans. This re-\Pects o 
cently patented fan has been tested iD ing hoy 
commercial use for more than two dealer 
years. 
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C)} the 4th Dimension 


The News of Automotive Advertising 

























Cn 

dded 
rd In line with expansion program, 
, Vi ner additions to staff of Mac- 
'p,Manus, John & Adams agency in- 
bon ude J. H. Sheldon and G. Essen 
honp!son. 
Sala Sheldon left Ruthrauff & Ryan 
Statg join MacManus. Other agency 
or idxperience includes several years 
jurifith J. Walter Thompson Co., an 
oche, Williams and Cunnyngham. 
CO) n, a native of Sweden, has 
On ao a commercial artist in De- 
alddoit for many years, specializing 
: Hm automotive art. For the last 
ckageven years he has been associated 
s obith Gray Garfield Lange, Inc. 


- 
: 


ead ce I 
snd Replying to Rep. Bruce Barton's 
Saleriticism, Donald E. Montgomery 
0 ‘bhld the Consumer Education Assn. 
» St. Louis last week that adver- 
sing is “as everlasting and as in- 
SM4vitable as eating.” Montgomery is 
‘uonsumers’ counsel of U. S. depart- 
Siont of agriculture, but he em- 
| thd asized that he spoke as a private 
Y Gitizen. 
‘Mr. Barton charges that I 
ve joined with ‘certain ele- 
f binents’ in the Federal Trade 
sale Commission to provoke an attack 
SM4 on advertising,” Montgomery 
vera waid. “I have never collaborated, 
leS.}9-operated or conspired with 
ug that commission in any effort to 
Wiamend, change, or stop any ad- 
vertising, or to undermine any 
advertiser’s business. 
| “What consumers want most,” 
ontgomery said, “is facts about 
oods so they can spend their 
oney to better purpose. What 
ey want is more advertising, not 
eckiess. I think I can safely say that 
of the consumer movement is 


ca 


Says the Decatur (Ind.) Daily 
emocrat of Feb. 19, 1940: 


“According to a news item in 
this week’s issue of AUTOMOTIVE 


Wel News, written by Bernard (Edi- 


Aca tor’s Note: That is mugg’s legal 
the monicker) Wemhoff, formerly of 
ig this city, William J. Mougey, a 


‘informer Decatur resident, has 
jg been made advertising manager 
,of Pontiac Motor Co. Mr. Mou- 

d # Sey has been with General Mo- 

ff tors since 1918 and for a number 
}of years was manager of plants 

Jeet, in China, Japan and Sweden. He 

yes 28S lived in Chicago since 1935 

tag 924 was zone manager for Pon- 

on-| tiac.” 
ty’ 


sedi Sotto voce: 4th Dimensionist’s 






Wolfe and Associates, 
7 ay Detroit advertising counsel, 
gpnnounces appointment of Dudley 
phen Carson to the creative staff of 
a he company. 

‘| Since 1926 Carson has been with 
ocal advertising agencies, working 
off@rgely on publicity and public re- 
ipations activities for automotive 

and other national accounts. In his 
ple EW connection he will serve in a 
‘o- Pumilar capacity for clients of 
atreller, Wolfe and Associates, Inc., 

including the Norge Division Borg- 
— Corp. 

i or to “entering advertising 
3.{ueld, Carson was for several years 

& member of the editorial staffs of 


Sithe Detroi 
bl Times roit News and the Detroit 


. Flicker 
Continuing promotion of Pack- 
plerd certified re-wiring service, 
eee Electric division of Gen- 
a Motors Corp. has released a 
a Sound slide film, “Copper Dol- 
ts.” It will be shown to the trade 
n a ackard sales representatives. 
- ew film points out the profit 
“4 peatlbilities and merchandising as- 
poate of certified re-wiring, show- 
. ee how it is put to work for the 
er and what it accomplishes. 


: 


By Pete Wemhoff 


It is designed as a follow-up of 
the service instruction film, “Cop- 
per Nerves,” which was released in 
1938. 

“Copper Dollars” was produced 
by Associated Sales, Inc., Detroit. 


Champs 
“Speaking of Champions,” is title 


d|of a mailing piece being distributed 


by Kirk Transportation Co., motor 
freight carriers with main offices 
in Detroit. 


Edson Smith, twice winner of the 
national truck drivers rodeo, is the 
central figure of a theme which 
highlights one of the industry’s ma- 
jor activities in the promotion of 
safe, skillful truck operation. 


Asking 

Packard (Young & Rubicam) has 
just concluded “Asking the Man 
Who Owns One” in a big way, and 
owners’ answers are being used in 
one of the largest newspaper ad- 
vertising campaigns company has 
conducted in a long time. 

Survey teams were sent out by 
airplane to cover quickly every 
part of the country. They were or- 
dered to talk personally with own- 
ers of 1940 Packards who had 
driven their cars 10,000 or more 
miles. Service costs obtained will 


World’s Champion Truck Driver! be used in ad campaign. 


WHERE DO 
PHILADELPHIA 
MOTORISTS 


SEE 


AUTOMOTIVE 
ADVERTISING? 


1,778 motorists who drove in during one day to 34 outstanding 





: 


was made. 


1940 


re rr tenn tee . ner 


This super service station at the busy 
intersection of Broad and Cherry Streets, 
Philadelphia, is typical of the 34 outstand- 
ing stations where the following survey 
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Truck Loadings Increase 
21 Percent During January 


WASHINGTON. — Loadings of 
revenue freight carried by motor 
truck showed a 21.3 percent in- 
crease in January over the same 
month a year ago, the American 
Trucking Assns. reports, The Jan- 
uary figure also was 1.4 percent 
greater than the total for Decem- 
ber, 1939. 

The ATA survey was based on 
comparable reports from 197 motor 
carriers in 36 states, whose ag- 
gregate tonnage for January was 
866,012. This compared with 713,- 
936 tons in January and 854,227 
tons in December last year. The in- 
dex figure, computed by taking the 


asked this question by Ross Federal Research Corporation: 


QUESTION: “Check the one news 
of automobiles, tires, 


ee eee ee nr ine 


1936 monthly average of the re- 
porting carriers to represent 100, 
stood at 123.54 for this January. 

ATA stated that the reporting 
carriers indicated the increases 
would have been even more sub- 
stantial had they not been handi- 
capped by adverse weather condi- 
tions and labor difficulties. 

Movement of new automobiles 
and trucks in January decreased 
7.2 percent under December, but 
increased 51.7 percent above the 
same month a year ago. The de- 
cline in January under December 
was largely due to tapering off of 
production. 





service stations were 


1ewspaper in which you are most likely to see the advertising 
gasoline and other automotive products.” 


THIS 1S HOW THEY ANSWERED: 


THE ‘EVENING BULLETIN: eho 870 Motorists 


<-> NEWSPAPER NO. 3 
316 MOTORISTS 


NEWSPAPER NO. 4 
/ | 139 MOTORISTS 


NEWSPAPER 





ie 
E = 
es cern 


eee eaiine aw ene ae 


NO. 2 


433 MOTORISTS 


The Bulletin was named by more motorists 
than any other two newspapers combined! 


The Evening Bulletin, with 94.9% of its vast 
circulation within the Philadelphia retail 
trading area, will take your advertising 
message to the majority of homes in the 
nation’s greatest City of Homes at one of 
the lowest costs per reader in America. 


She Evening 


Lillelin 


Copyright 1940, Bulletin Co., Philadelphia 





) 
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Parts Sales in January Exceed December by 11W« 


NSPA Index for All Divisions 
Top 1939 by 12 Percent 


DETROIT.—Based on reports|;5% percent ahead of December. 


from National Standard Parts 
Assn. manufacturers, automotive 
sales for January were 11 percent 
ahead of December and 12 percent 
ahead of January, 1939. 
Replacement parts shipped to 
wholesalers in January advanced 


Salesmen Seek 
End to ‘Evils’ 


In Milwaukee 


MILWAUKEE.—Milwaukee auto- 
mobile salesmen, weary over con- 
‘ditions in the retail end of the 
business, have made an appeal to 
their employers to eliminate, if 
possible, such alleged evils as 
chiseling, keeping salesrooms open 
on evenings when the agreement 
specified closing up, over-allow- 
ances on old cars, small commis- 
sions to salesmen, etc. 

A spokesman for the car sales- 
men, C. C. Mills, in discussing the 
situation, said: “We are willing to 
co-operate with the dealers to help 
correct these situations. Most of 
the dealers see eye to eye with us 
but are afraid, as individual deal- 
ers, to take the first step. 

If nothing can be done by the 
salesmen tz rectify conditions, 
Mills stated, it may be necessary 
to take their grievances to a state 
agency. It is expected that meet- 
ings will be held by the salesmen 
to discuss further action. 


Sales Managers Elect 


BUFFALO, N. Y.—Merle W. Anger 
has been elected president of the Auto- 
mobile Sales ’ Assn. of 
alo. er officers Albert 
Julius, vice-president; 
or, secre 





are 
Daniel D. 

a tary, and Joseph Pang, treas- 
rer. 


YOUR GRACIOUS HOST 
FROM COAST TO COAST 


— 


Neurite 


<> 


TULUM ea 


A. S. KIRKEBY 
Managing Director 


SSS 


eee eh 
HOTELS 





This is 8 percent ahead of January, 
1939. 


Shop equipment and tools shipped 
to wholesalers in January reg- 
istered 153 which is 20 percent 
ahead of December and puts Jan- 
uary, 1940, 30 percent ahead of 
January, 1939. 

Original equipment shipped to 
vehicle manufacturers in January 
advanced to 218 or 13 percent 
ahead of December. This is the 
same as January a year ago. 


Export shipments in January 
advanced one point, from 124 in 
December to 125 in January. How- 
ever, this is 10 percent ahead of 
January last year. 


New England 


Faces War on 
Freight Rates 


BOSTON.—New England is now 
facing a freight rate war as a re- 
sult of an authorization by the In- 
terstate Commerce Commission by 
which the Boston & Maine and 
Maine Central railroads will reduce 
their rates in Northeastern Mas- 
sachusetts, Southern Maine and 
Southeastern New Hampshire. 
About 50 truckers carry a heavy 
volume of traffic in that territory. 

The two railroads on Mar. 5 will 
establish a new rate for all com- 
modities in place of the present 
first, second, third and fourth class 
figures. The new rate will be 90 
— of the present fourth class 
rate. 

Some examples of the reductions 
are: Between Bucksport, Me., and 
Waltham, Mass., 271 miles, 48 
cents per 100 pounds, compared to 
the present first class rate of 
$1.05; second class rate of 89 cents; 
third class rate of 74 cents and 
fourth class of 53 cents. Between 
Portland, Me., and Portsmouth, 
N. H., 51 miles, the new rate will 
be 23 cents per 100 pounds with 
the present cost of 52, 44, 36 and 
26 cents for the four classes. 

When the rates were proposed 
last August the New England Mo- 
tor Rate Bureau, Inc., and the 
Eastern Motor Freight Conference, 
Inc., objected to the reduced rates 
originally scheduled to become ef- 
fective Aug. 10. The motor truck 
organizations predicted a destruc- 
tive rate war. Now that the rates 
are authorized, the truck organiza- 
tions plan meetings to discuss 
them and see what methods may 
be worked out to meet them. 


Montreal-N. Y. Trucking 


Is Banned by Canada 
MONTREAL.—Commercial truck- 
ing of goods between Montreal and 
New York will no longer be per- 
mitted. The Quebec transportation 
and communication board last 
week rendered a judgment refusing 
to grant permits and declaring 
that “long distance goods trans- 
portation should be left to the rail- 
way companies.” ° 
Recognition of the claim of the 
railroads, that they are competent 
to handle all business between the 
two cities, came with the ruling 
which was given by Lucien Dugas, 
chairman of the board. According 
to Quebec advices, temporary per- 
mits granted since last September 
during the course of the board’s 
investigations, are rendered in- 
valid and will not be renewed. 





Import Quotas Same 


WASHINGTON.—Import quotas for 
automobiles, tires and tubes as set 
for French Equatorial Africa, 
French Guiana, French Indochina, 
Guadaloupe, Martinique, New Cale- 
donia and Reunion, have been con- 
tinued unchanged for 1940, the 
American embassy in Paris has in- 
formed the U. S. department of com- 
merce. Automobile import quotas for 
French West Africa have not yet 
been published, but it is understood 
that they will be the same as last 
year’s. Import quotas for Madagas- 
car have not yet been published. 


‘Dealers Tell Me,’* by William C. 
Callahan, is an open forum for the ex- 
pression of dealers’ opinions. It ap- 
pears weekly in Automotive News. 





Too Much Waste 


Scragg, White Motor Official, Cites High Costs 
of Distribution in Industry 


BOSTON.—“We are not making 
proper use of the tools we have,” 
said George H. Scragg, director of 
advertising and sales promotion 
for White Motor Co., in speaking 
on “Waste in Distribution” before 
the Advertising Club of Boston 
here last week. 

“Too many details of the picture 
are overlooked and our approach 
to the problem is not entirely a 
practical one. As a result, distribu- 
tion costs are too high. 

“Today industry finds itself out 
of balance because distribution ef- 
ficiency has not kept pace with the 
efficiency found in production. 
During the past two or three 
decades the industrial world has 
concentrated practically its entire 
brain force and energy on the 
production of more goods per man 
hour. By these efforts we have at- 
tained an efficiency totally un- 
dreamed-of a few years ago. 

“So great have been the strides in 
production that we are now arriv- 
ing at a point where improve- 
ments become more difficult, and 
we cannot hope to keep up the 
same rate of progress. For ex- 
ample, if the cost of machining a 
certain part has been reduced from 
45 cents to 15 cents, we cannot 
hope to reduce it another 30 cents 
and we might be surprised if we 
could save another three cents. 

“Since the introduction of steam, 
production costs have constantly 
declined and distribution costs have 
risen. I need not give you the 
statistics. You are familiar with 
the fact that 59 cents of the con- 
sumer dollar is spent in distribu- 
tion, whereas but 41 cents is spent 
in production. 


“Today we have a machine by 


District Personnel 
Shifted by Bendix- 
Westinghouse Co. 


PITTSBURGH.—I. F. Nelis, 
formerly district manager of the 
Bendix - Westinghouse Automotive 
Air Brake Co.’s New York office, 
has assumed charge of the com- 
pany’s Chicago office under the 
same title he held in the east. 

R. H. Casler, whom Nelis suc- 
ceeds at Chicago, will move to the 
Bendix - Westinghouse general of- 
fice in Pittsburgh, assuming the 
post of experimental engineer. 

Heading the New York district 
office, A. R. Leukhardt, formerly 
district engineer, will become act- 
ing district manager and J. F. 
Shumaker, now in the same terri- 
tory, will be named field engineer. 
Moved from Philadelphia to Pitts- 
burgh, E. W. McKay will become 
district representative, making his 
headquarters in the company’s 
home office. Succeeding McKay, 
with the title of Philadelphia rep- 
resentative, C. R. Mitchell will be 
in charge of the Philadelphia of- 
fice. 

In another move, R. B. Miller 
will become Denver representative 
of the company. Succeeding him in 
his present post, H. M. Hassler, 
now associated with the com- 
pany’s general office staff at Pitts- 
burgh, will be named Cincinnati 
representative. 


Ford Names Assistants 
For Three Branches 


DEARBORN.—V. E. Doonan has 
been appointed assistant manager 
of the Dearborn branch of the 
Ford Motor Co., it is announced 
by H. C. Doss, head of the home 
office sales department. Doonan, 
who has been with the company 
since 1920, succeeds J. W. Schwer, 
who goes to St. Louis as assistant 
manager of that branch. 

Doss also announced that Emer- 
son Planck, of the home office sales 
department, would go to Cleveland 
as assistant to T. J. O’Neil, branch 
manager. Planck has been with 
the company 16 years, and served 
in the Chicago, Edgewater and 
Omaha branches, as well as in the 
general sales department. 


which a single operator can turn 
out 40,000 bricks a day; another 
enables a man to produce 2,600 
cigarettes a minute; but we have 
yet to learn how to set the bricks 
down in your yard or put the ciga- 
rettes in your pocket with compar- 
able efficiency and economy. Our 
present type of industrial organi- 
zation, with its large-scale spe- 
cialized production, has brought 
about a geographical concentration 
of industry and a wide separation 
between producer and consumer. 


“Consequently, high distribution 
costs are the price we pay for our 
modern industrial efficiency. Mean- 
while our ability to acquire has not 
kept pace with our capacity to 
produce. Certainly we cannot hope 
to enjoy a full measure of econo- 
mic recovery except through lower 
aggregate costs in relation to buy- 
ing power. The field, in which lower 
costs seems most possible now and 
for years to come, is the field of 
distribution. 


“I believe that industry is wait- 
ing for a Moses to lead it out of 
the morass in which it finds itself 
due to concentration on only half 
of its job. I believe that there will 
arise a man who will do for dis- 
tribution what Frederick Taylor 
did for production at the beginning 
of the century. This man will ap- 
proach the subject as Taylor did. 
He will not accept a tool simply as 
a tool, but he will see that the tool 
fits the exact purpose for which it 
was designed and he will see that 
the operator is educated to its use. 


“But, even without a Taylor, we 
are now making progress along the 
line he would take. Taylor, for in- 
stance, studied the common shovel 
and found that hundreds of shovels 
were needed instead of just a few 
varieties if top efficiency was to be 
obtained by men of _ different 
stature on different kinds of work. 


“The analogy to this in trans- 
portation is that, notso many years 
ago, just about two truck models, 
with design variations, satisfied the 
whole industrial world. Today most 
truck manufacturers have found it 
necessary to develop and produce 
some 35 to 45 models in order to 
fit all requirements. Thus, in at 
least one respect, definite and en- 
couraging progress has been made. 
The transportation of goods by 
motor driven vehicles has under- 
gone a revolution. It is a revolu- 
tion so scientific, so recent and so 
free from ballyhoo as not to be 
widely recognized thus far, but it 
is destined to have a profound ef- 
fect upon almost ail industrial 
planning for the future. Where 
truck producers were formerly ab- 
sorbed with their own manufactur- 
ing problems, the experimental 
stage is past and engineers have 
definitely turned their attention to 
the intimate needs of the user.” 


Wash. Truckers Group 


Changes Official Name 


SEATTLE. — Reorganization of 
the Washington Motor Freight 
Assn., known as the oldest “line 
haul” organization of truckers in 
the United States, and adoption of 
a new name, Washington Motor 
Transport Assn., has just been 
completed. 


The new name is in harmony 
with official association names in 
other western states, for groups 
affiliated with the American Truck- 
ing Assns. The annual convention 
will be held in Spokane Apr. 27-29. 
Grover C. Ealy, of Spokane, has 
been appointed general chairman 
for the convention. 





Export Rise Seen 


_ WASHINGTON.—That an increase 
in American exports to India logi- 
cally should be expected as a result 
of the disappearance of Germany as 
a source of supply, is pointed out in 
a series of reports to the U. S. de- 
partment of commerce from the 
American trade commissioner in 
Calcutta. 





Automotive News’ Almanac, published 
once a year, is considered THE refer- 
ence book wherever automotive infor- 
mation is desired. 





Venezuelan Plan 
Will Be Opened 
By General Ti 


AKRON. — American and Vz 
zuelan capital has joined han¢ 
establish in Venezuela the { 
tire-manufacturing plant and 
of the first industrial plants of 
type in that South Ame Jdsmo 
country, it was announced 0! 
week by officials of General y Cad. 
and Rubber Co., upon the ret 
Akron from South America 
Joseph A. Andreoli, vice-presi 
and manager of the General 
and Rubber Export Co. 


While in South America, Andy 
completed arrangements with 
ezuelan industrial leaders for 
formation of the Compania 
nima Nacional Manufacturera 
Caucho y Neumaticos Gen 
capitalized at 1,725,000 bolivars, Baar 
the construction at Chacao, a @, 
urb of Caracas, the Vene 
capital, of a modern tire facthay 
with a capacity of 50,000 tireg_, 
year. 

Land for the factory site 
been purchased, construction pl OTA 
are being completed and it is § +Revis 
pected that the plant will be 
operation in a short time, And 
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business leaders and the Gen: 
Tire and Rubber Co. 


AS 
Hernandez heads the company aia 
president and Andreoli represe 
General Tire interests as a m@ 
ber of the board of directors. 


Annual ‘Bonfi 


FORT WAYNE, Ind.—F 
Wayne Auto Trades Assn. will | Here 
its annual “burnt offerings” on 4, -tme: 
altar of highway safety when 
other pile of antiquated junk c 
will be burned at a public ce 
mony. i 

Each dealer contributes to 
junk pile those cars he has 
hand, which are old and u 
for highway travel, but have 
taken in on trades. The blaze 
be the feature of the annual U 
Car Week. 


N. Y. Studies Five Bills 
Aimed at Traffic Saf 


ALBANY, N. Y.—A series of 
bills, designed to promote 
safety, have been introduced in 
state legislature here by Se 
Thomas C. Desmond. 


Proposed legislation pro 
that: Applicants for drivers’ 
enses be examined for physical 
ness at least once every 
years; drunken drivers be sc 
tifically tested for intoxicati 
which would be legally defined 
cording to the percentage of 
hol in the blood; a driver’s lice 
revoked twice within five years, 
revoked permanently; state depa}___ 
ment of public works be autho 
to light portions of highway whe 
darkness creates dangerous dri 
conditions, and white or yelld 
lines be painted along edges 2 N 
centers of highways, where 
are needed to keep motorists 
proper road lanes. 
















© Alaban 

Will Erect Salesroom 
ST. LOUIS.—Barford Chevrolet 0 Florid 
now located at 5127 Delmar Blvd., 3 ——— 
urchased a lot 125 by 150 feet, direg Georgi: 


y opposite the City Hall in Clayt@. 
a suburb, on which will be erectedj Indian 


new sales = . eapearoonte 
offices are designed to form a scl) wepra, 
the buildig Nebras 


to mask the shop part of 







which is in the rear. — 
camel ad: 
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1Week’s Production Drops Slightly to 101,751 Units 
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lani AN's Production Estimate Is Estimated at Passenger Car Registrations 
(U. S. and Canada) 48 States for January 
oa ance hicl se 
ne WEEKS ENDED MARCH?,FEB.2% | 409,667 Vehicles — in 1900 1999 Unit 
. —_ _ P 1940 Pos. 1939 Pos. 
T Week Same Week Feb. to = yt Pete te Eaitor Chevrolet ............ 51,460 1 51,460 1 36,044 1 15,416 
d Ended Week Ended Total Mar.4 Mar.2| perrofr-—Although automotive |Ford 34326 2 34326 2 29678 2 4,648 
hal Mar.2 1939* Feb.24* 1940 1989* 1940" | \-oduction during the past week| Plymouth ............ 23,954 3 23954 $ 21356 3 2,598 
the gEN. MOTORS ....... 44,165 $1,986 48,108 162,794 282,796 855,984 | baited the upward trend started in|Buick .............--+ 16289 4 16289 4 10920 5 5,369 
and |Ohevrolett ........-.. = — ta: aa: aan a the previous|Dodge ..............: 12069 5 12069 5 10936 4 1,133 
ts eee —=— 2a sae we Automotive News’ week, the stale-| Pontiac .............. 11,737 6 11,737 6 7681 7 « 4,056 
Amer] Pontiac ...----- +--+ = SS SOS Se Se Estimate ™ate will be|Ojldsmobile .......... 10157 7 10157 7 7,763 6 2304 
eel Oldsmobile oebenesees 4,500 3,551 4,428 16,747 35,542 37,695 Production m only temporary, Studebaker .......... 5,472 8 5,472 8 2,474 13 2,998 
era] 4Cad-LaSalle ......... et en ee te fe with final as-|Chrysler’ ............. 5177 9 5177 9 4088 8 1,089 
ret ARYSLB «wee ee eee 24,120 17,295 24,080 97,053 164,901 210,811 semblies expect- Mercury Fee ae 5,129 10 5,129 10 3,412 9 1,717 
erica] Plymouth? ........... 11,800 8,180 11,820 47,155 82,185 100,480 ed to show &/ttudson .............. 4537 11 4537 11 2688 12 1,849 
presi Dodget «--.---------- — FS ae eee ae oe gain this com-|Packard ............. 3684 12 3684 12 2154 14 1,530 
eral Chrysler ......------- 2,700 1,720 2,650 11,241 16,611 24,462 ing week. SE a. cc as eeu 3,666 13 3,666 18 2,694 11 972 
De Soto .....-.-.-.-- — S| Ss OS ee ae On the basis|Nash ..............-. 3497 14 3497 14 3,013 10 484 
ORD .. = Se ee ee oe cae of last week’s|Cadillac-LaSalle ..... 1994 15 199 15 1,982 15 12 
HRM Fordt ...060e eee SS a a. 2 aa ae estimate, AUTO-|Tincoln ............-. 1457 16 1457 16 1336 16 121 
vith ercury @eerrseeeesee 2,100 2,005 2,105 9,453 20,080 20,520 MOTIVE News Willys Ped sore ne Gee 1,224 17 1,224 17 668 17 556 
eo Lin-Zephyr .......... = eS 6S OS Se Cee places Febru-|Graham ............. 32 18 32 18 277 «(18 245* 
treraPUDEBABERS ...... *HOe ols SASL 6055880 12400 ary’s total out: | Hupmobile ......-.-- 4 19 4 19 30 19 26° 
Ae , , D f cars an 1 
waa DS — aN esses ess 1,650 1,100 a reo a eye —- at 409,- Miscellaneous ........ 111 111 80 
TE ccc cccscevcsccese 1,536 1,580 . , 667 units, which} ma tn) sss... 6 149,274 46,702 
>, & STLLYS-OVERLAND?+ t + 908 2,064 2,799 4,384 centeadta @ith | « oy oseceeesoes 195,976 195,97 
ne P Seccdes erase 85 80 85 238 650 644 465,385 units in 
| MRATEAIE .nce cee r eee ; “ ; ; = : January ~ oan : t ut 
PMOBILE .......... on year an J C T k Hh) pP 
ite FISCELLANEOUS! <: 7,850 4,000 7,825 81,050 45,290 56,958] 9 = 317517 vehicles anuary ar, LrTuc Uu 
site ——_ ———— a es eee ee o0o— turned out in e ; + 
on pif TOTALt......-...---- 101,731 76,888 108,758 409,667 702,109 882,869 = February, 1939. H. T i 449, 314 U. 
it is Saevteoh. tIncludes trucks. tClosed. Miscellaneous includes Crosley, T py" ast its ota O I nits 
ll befenney, Autocar, Brockway, Diamond T, Divco, Federal, GMC, Indiana, westlife mb-| was GTON.--January fee-|passenger cars ani 4004 wore 


d.ternsional, Mack, Reo, Sterling, White, etc. 
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Sales Possibilities Abroad 





lies totaled 101,- 
731 cars and 
trucks, which 
compares with 


ff i 


tory sales of cars and trucks in 
the United States and Canada were 
well ahead of the corresponding 
months of 1939 and 1938, and only 
slightly under December of last 


trucks. 

Of the U. S. passenger car jae. 
tory sales this January, 348,755 
were sales in the domestic market 
and 13,981 in foreign markets. Of 





hnici — 103,758 units in 

De I 60,000— the previous|year, U. S. department of com-|the truck sales, 55,046 were do- 
an O u t li ine di un af S - S urve 7 = week, and 76,338| merce reports. The total for this/ mestic and 14,319 were foreign. 
pecifi units in the| January was 449,314, against 356,- 
slusiWpecial to Automotive News senger car sales will suffer most; correspond-| 962 in January, aa December, 
Machi wASHINGTON.—First in a|commercial vehicles, on the other ing period of | 1939, total was ,120. 


PANY jrojected series of “Snapshots of 
prestfie Automotive World for 1940, 
2 M4ichly authoritative surveys of the 


hand, may show a gain because of 
need of trucks by army. 


Brazil—Here the outlook is fair, 


last year. 
As a result of Pontiac’s decision 
to extend its work-week to five 


days last week to meet sales de- 


Of the U. S. total for January 
this year, 362,736 were passenger 
cars and 69,365 were commercial 


C hae 379A 


rs. utlook for the sale of American and American cars will do increas- vehicles of all kinds. 

otor cars abroad, has just been|ingly well as war continues, cut- —? the yoy Motors rr Canadian production totaled 17,- 

ssued by the U. S. department of|ting sales of German-made auto- | ‘°t@! for the a rose to 44, 213 in January, against 14,794 in 
ts }. ommerce. Current release CON-| mobiles. cars and trucks from the previous the same month a year ago and 


ains information on Belgium, Bra- 
il, Canada, Costa Rica, Ecuador, 
amaica, Lithuania, Luxemburg, 
nd Mexico. 

‘ill bf Here, in brief, is what the de- 
bartment’s observers find relative 
0 the sales possibilities in those 
ountries this year: 


fi 


1en 
nk ¢ 


Canada—Prospects for 1940 held 
to be good. Sales records equaling 
1937 are anticipated if the “war 
prosperity” continues. The outlook 
in export markets is beclouded by 
war-time currency control meas- 
ures, notably in Australia and New 
Zealand which in the past provided 


week’s 43,108 units. In the compar- 
able period of 1939 a total of 31,- 
986 vehicles were assembled by 
GM divisions. 


Chrysler divisions showed a 
slight increase in total output last 
week, the figure of 24,120 cars and 
trucks comparing with 24,080 ve- 


16,978 in December. Of the January, 
1939, Canadian output, 12,579 were 


Jan. Car, Truck 
Sales Are 2nd 


FORGED FROM NICKEL STEEL 


More than 30 years of building fine 
engines for marine service has 
given the Scripps Motor Company, 
Detroit, a well-deserved reputation 
for dependable, trouble-free power 


cel . o i e 3s 
P | Belgium—Outlook is for a heavy ——, a a —— inae ee oe line ae Best in History plants. ee design, Fg 
to top in sales because of the mili-|™ade vehicles. ports of co last year. All Chrysler divisions through years of service, com- 


has Fry situation in Europe. Pas- 


Plant Activity 


DNs cao steady; 85, five days 
__, See steady; 6,825, five days 
-LaSalle steady; 740, three days 





mercial and military vehicles have 
thus far offset shrinkage in ship- 
ments of passenger cars. 

Costa Rica—Prosperity of 1939 
held likely to continue in 1940. 

Ecuador—Uncertain outlook for 
1940 is reported. Européan com- 
petition, however, has virtually dis- 


continued on a five-day basis last 
week. 

Ford’s group total for the past 
week dipped slightly to 19,525 cars 
and trucks as against 19,549 units 
in the previous week. In the com- 
parable period of 1939 Ford as- 
sembled 18,055 vehicles. 


DETROIT.—The second most ac- 
tive January in the history of the 
motorcar industry is revealed in 
R. L. Polk & Co.’s estimates on 
the nation’s new passenger car 
registrations for last month. 

The estimate of 265,500 units 


plemented by using high grade ma- 
terials. Simplified design ane reliable 
materials are essential in marine 
service where the engine is con- 
stantly under load as though it 
were always “pulling uphill.” 
Among the most heavily stressed 
elements in marine engines are 


ills Chevrolet. .steady; 26,800, five days| appeared. Because of road condi- places January safely in second!connecting rods which must take 
| hrysler....steady; 2,700, five days ca especially in the mountains, ee pas yoy Py place among returns for this| heavy punishment and shock-load- 
a Soto... .Steady; 1,990, five days small passenger buses, or station operations last wee P 2 = month with only January, 1937— | ng. Scripps engineers specify SAE 


oe steady; 7,630, five days 
BES 6 w's.8 steady; 16,875, four days 
..Sub-assemblies started 
udson....... rise; 1,650, five days 
a steady; 575, four days 
ee steady; 1,536, four days 











wagons, are growing in popularity. 
Jamaica—War has disrupted the 
island’s normal life and automobile 
distributors are pessimistic regard- 
ing the outlook for this year. 
Lithuania — Outlook is declared 





dependent producers, while Nash 
held to former levels. Packard and 
Willys-Overland were shut down 
for the week. 


Teetor Heads C. of C. 





when registrations totaled 280,607 
—exceeding it. 

Truck selling activity is at an 
equally high pitch. January reg- 
istrations are estimated at 45,000. 


3135 Nickel chromium steel for 
rods because of the great strength, 
endurance, and resistance to shock 
of this widely 
used Nickel alloy 
steel. 
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Dealer Solves Pro 


Concentration on New Cars 








Spells Profit, Fudge Asserts 


By Slim Barnard 

Staff Correspondent 
LOS ANGELES.—Tossing prece- 
dent into the discard, Reg Fudge, 
Pontiac dealer of metropolitan Los 
Angeles, has inaugurated a plan of 
— used car merchandis- 
ng. 
At least, that is the report of 
Fudge, who presents figures on 
volume sales and net profits to 
support his claims of having solved 
the so-called used car problem for 
all time. 

“Speed is the secret of our suc- 
cess in disposing of used cars,” 
Fudge said. “We wholesale ‘em! 
Don’t waste time trying to retail 
‘em or spend money reconditioning 
’em. It costs money to have a used 
car around, even if you don’t spend 
any money on it. We don’t keep 
‘em around. We sell ’em—right 
now!” 

Fudge explained that, 


N. Y. Bill Would Ban 


Use of Defective Tires 
ALBANY, N. Y.—Use of defec- 
tive tires would be banned under 
terms of a proposed amendment to 
the state motor vehicle laws which 
has been introduced in the state 
legislature here as a safety meas- 
ure. 

The proposed legislation would 
make it unlawful “to operate on 
any public highway or street in 
this state any motor vehicle, or 
combination motor vehicle and 
trailer, equipped with tires show- 
ing breaker strip, cushion gum or 
fabric. The owner or operator, who 
is notified by a peace officer that 
his tires * * * do not conform 
with the requirements of this sub- 
division, shall be allowed 48 hours 
thereafter to make the necessary 
repairs or replacement of such de- 
fective tires.” 


in his 
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opinion, there was too much lost 

motion in the average used car de- 

partment. Another thing, he 

doesn’t agree with other dealers 

and factory executives regarding 

a location of the used car opera- 
on. 


“Our used car lot is up the 
street—well away from our new 
car store,” he said. “Our business 
is sales and service of new Pon- 
tiacs. We don’t want to have any 
other makes of cars around. They 
get the minds of our salesmen and 
servicemen off Pontiac.” 


Throughout the past year Fudge 
averaged 36 new Pontiacs and 65 
used cars per month. He did a new 
car volume of $424,794 while his 
used car sales totaled $221,742. And 
he made money, which is the most 
important thing—for him as well 
as for every. other dealer. 


There is very little used car re- 
conditioning done by Fudge. What 
there is, one man performs and 
the work is done on the used car 
lot instead of at the Pontiac dealer- 
ship. 

“Here’s the way we handle it,” 
Fudge explained. “We have two 
salesmen on the floor. When a 
prospect comes in with a car for 
appraisal, one salesman takes the 
customer in tow and sells him the 
Pontiac. The other salesman takes 
the customer’s car to the used car 
lot for the appraisal. The appraisal 
slip is taken back to the new car 
sales manager—who never sees the 
customer’s used car—and he works 
from the appraisal slip in closing 
the deal with the salesman.” 


Used car appraisals are made by 
Fudge or by his used car manager, 
George Lomis. When an automo- 
bile is brought in for appraisal it 
is scheduled and priced for whole- 
sale immediately—unless it is an 
exceptionally “clean piece of mer- 
chandise” and Fudge or Lomis fee] 
confident that it can be retailed 
without expense. 

“Our business is merchandising 
and maintaining Pontiac automo- 
biles,” Fudge declared. “Our only 
interest in the used car is to get 
our money out of it. We are not 
interested in rebuilding used auto- 
mobiles—putting into them more 
money than we have invested al- 
ready. What we want to do is to 
get our money out. So, we let the 
used car dealer have the used car 
—single units or by the dozen. 
We'll sell at wholesale any used 
car that comes in, provided we get 
the right price. 

“By eliminating the recondition- 
ing of used cars, we cut down 
overhead,” Fudge advised. “Then, 
when we don’t have to merchan- 
dise our used cars we don’t have 
to put on sales campaigns, pay for 
direct mail and used car advertis- 
ing in the newspapers. We are able 
to spend that money in advertis- 
ing and sales promotion for our 
new cars. And, we’re in the new 
Pontiac business. The used car is 
only a means to an end, and we 
believe in converting every used 
car into cash as quickly as pos- 
sible. So, we wholesale ’em!” 


Canda Cloth Sales Up 
20% Over Last Year 


NEW YORK —P. B. Baldwin, 
general sales manager of Collins & 
Aikman Corp., reports that sales of 
canda cloth, newest of the Collins 
& Aikman line, have already 
jumped 20 percent above last year’s 
sale of mohair velvet. 


Baldwin’s figures cover the pe- 
riod from the introduction of canda 
cloth with the 1940 model cars last 
October, to the middle of January. 
Corresponding increases are exX- 
pected throughout the year, accord- 
ing to the reports from Collins & 
Aikman field men. 


New Trailers Sold 


DETROIT.—Roy Fruehauf, vice-pres- 
ident and director of save x vyement 

railer Co., announces tha 
je been concluded with National Tea 
te , Minneapolis branch, for 10 of the 
latest t stainless astee ehauf 
trailers. These new units are full auto- 
matic refrigerated trailers and will 
goon be placed in operatic. 
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On the Lot to Appraise .. . 





EVERY USED CAB brought in for app 


Los Angeles, is appraised by either 


Lomis, shown second from r 


ht. Salesman takes the appraisal slip 


praisal at Reg Fudge, Pontiac dealer in 


dge or his used car manager, —_ 
ack to the 


new car sales manager and the deal is figured by him. 





DEALER FUDGE, at right, figures prices with group of buyers repre- 


sentin 


establishment in Los Angeles. 


used car dealers who are ready to take ’em at wholesale from Fudge’s 





Pontiac Service Craftsmen 
Are Given 3,200 Awards 


PONTIAC.—During February 
over 3,200 Pontiac Service Crafts- 
men received awards for their 
work in keeping up on latest fac- 
tory-approved service methods, ac- 
cording to L. K. Marshall, Pontiac’s 
general service manager. 

“Membership requirements make 
this group exclusive,” Marshall 
stated. “To be craftsmen our serv- 
ice men must maintain a continu- 
ous 80 percent average on monthly 


Chrysler Staging 
2 Sales Contests 


Among Salesmen 


DETROIT.—Charles L. Jacobson, 
vice-president and general sales 
manager of Chrysler Sales division, 
announces that a new six-months’ 
sales contest has been inaugurated 
among the retail salesmen em- 
ployed by Chrysler dealers. Contest 
runs from Jan. 1 to June 30, 1940, 
and is thus concurrent with the 
second half of the Chrysler 100 
Club competition. Chrysler sales 
made in the new event will count 
towards the total for the 100 Club 
also. 

Floor model radio-phonographs 

valued at $100 will be given to the 
100 salesmen who make the best 
records in Chrysler sales between 
Jan. 1 and June 30. The same prizes 
will go to the 100 retail salesmen 
employed by Chrysler distributors, 
direct dealers and dealers who sell 
the most Plymouths in this same 
period. 

It is permissible for the same 
man to win both a Chrysler and a 
Plymouth prize in this twin con- 
test, or for a man who qualifies for 
the Chrysler 100 Club to add the 
Plymouth prize to his winnings. In 
case he qualifies for the club, how- 
ever, he will not be eligible to re- 
ceive the Chrysler radio-phono- 
graph. Instead, it will go to the 
man who stands highest in his dis- 
trict but who has failed to land a 
100 Club membership. 

Rules in the twin sales contest 
are exactly the same as those for 
the 100 Club. The country has been 
divided into 20 zones, making it in 
fact a series of 20 local competi- 
‘tions, and giving every man, no 
matter what the character and ex- 
tent of his territory, a fair chance. 
Allotment of prize winners for the 
several districts is the same for 
the twin contest as for the 100 Club 
and the same number of prizes will 
be awarded in each zone for both 
Chrysler and Plymouth sales. 


examinations sent out from the fac- 
tory. They are also required to at- 
tend factory service schools and 
live up to the Pontiac Service In- 
tegrity Code for giving service as 
awners want it.” 

Awards to Craftsmen are based 
on their len of membership in 
the organization. Three-year mem- 
bers receive gold seal rings 
mounted on sterling silver bands. 
Leather billfolds are awarded to 
two-year men. Lapel buttons and 
provisional service cards go to one- 
year and six-month members, re- 
spectively. Each of the 1,022 Pon- 
tiac dealerships employing crafts- 
men will receive a display certifi- 
cate bearing the names of its mem- 
bers. 

“The Craftsmen organization is 
less than four years’ old,” Marshall 
concluded. “I believe it is success- 
ful because it answers a definite 
need in the dealership. For the 
service man, it means a chance to 
learn the easiest, most efficient 
way to do the right job. For the 
dealer, it means employment of 
well-trained, reliable men—and 
that, in turn, means satisfied own- 
ers.” 


U. S. Lists Acts Regarded 
As State Trade Barriers 

WASHINGTON.—Laws on motor 
vehicles occupy a conspicuous place 
in the digest of marketing laws 
now effective in the nine states 
whose legislatures meet in 1940, a 
summary which has been made by 
the interdepartmental committee 
on interstate trade barriers. 

The digest consists of 32 charts 
with 650 examples of laws on the 
statute books of Kentucky, Louisi- 
ana, Mississippi, Nebraska, New 
Jersey, New York, Rhode Island, 
South Carolina and Virginia, which 
on their face or in operation are 
regarded by the digest as possible 
barriers blocking the free flow of 
commerce with other states. 





W ould Cut Rates 


LOUISVILLE.—Bills were intro- 
duced last week in both branches of 
the Kentucky legislature to reduce in- 
terest rates on loans not exceeding $300 
to 1% percent a month. The present 
Kentucky small loan law permits in- 
terest of 3% percent a month on loans 
up to $300. 


AN’s Almanac, published once a 
ear, is considered THE reference 
wherever automotive informa- 


tion is desired. 
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World 


1940 Price List 


Following is @ list of new passenger 
livered prices for 1940 at point of manufe 
Prices shown, with the exception of 
Overland, include standard equipment ang 
eral taxes. Willys-Overland prices are 
Toledo before taxes. Ford, Mercury and Li 
Zephyr prices do not include federal or 
taxes. 


BUICK—Serles 40 Special, Bus. 
spt. ope., $950; %-dr. tour. sed., $955; ,Madill 
tour. sed., $996; cenv. cpe., $1,077; cony, 
$1,355. Serles 50 Super, spt. cpe., $1,058; 
tour. sed., $1,109. Series 60 Century—4-dr, 
sed., $1,211; conv. cpe., $1,343; conv. 
$1,620. Series 70 Roadmaster—Spt. cpe., 
4-dr. tour. sed., $1,359. Series 80 Limit 
dr. tour sed.*, $1,553; formal sed.*, $1; 
conv. phae.*, $1,952. Series 90 Limited—¢. 
4-dr. sed.*, $1,942; 8-pass. tour. sed.*, 
lim.*, $2,199. 

“With underseat heater. 


CADILLAC, Series 40-62—Cpe., $1,685; 
sed., $1,745. Sixty Special—Tour. s 
Series 40-72—Tour sed., 
Fleetwood—5-pass. tour. i 
tour. sed., $3,210; 2-pass. cpe., $3,280; 
cpe., $3,380; 5-pass. town sed., $3,635; 2. 
conv. ope., $3,380; 5-pass. conv. sed., 
8-pass, tour. sed., $3,105. Series 40-90 
—$5,140 up. 


CHEVROLET Deluxe Serles—Town sed., 
sport sed., $802; bus. ope., $720; 4-pass, 
3 cabriolet, $8738. Master Deluxe 
Town sed., $725; sport sed., $766; bus. ain 
$684; 4-pass. cpe., $715. Master 85 Ser! 
sed., $699; sport sed., $740; bus. cpe., $659, 


CHRYSLER, Royal—S-pass. cpe., $895; 6- 
cpe., $960; Vict. sed., $960; 6-pass. sed., 
Windser—3-pass. cpe., $935; 6-pass. cpe., 
Vict. sed., $995; 6-pass. sed., $1,025. T Dod 


Buick Se 





5“ 

































b 


Chevrolet 








» Soto 








$1,875. Crown Imperiai—s- 
sed., $2,345; sed.-lim., $2,445. 


DE SOTO, Deluxe—Cpe., $845; 2-dr. tour 
$945; T-pass. sed., $1,175. Custom—< 


Ford V-8 


Ford V-8 


with aux. seats, $855; 2-dr. sed., $815; 
2-dr. sed., $860; 4-dr. sed, 
sed., $905; 7-pass. sed., $1,095; 
$1,170. 

FORD, 60 Horsepower Motor—Tudor 
$640; fordor sed., $685; cpe., $600; bus. 
$620. 85 dor 


HUDSON, Six (Traveller)—Cpe., 
cpe., $750; 2-dr. tour. sed., $735; 4-dr. 
eod., $763; Deluxe—Cpe., $745; Vict. epe., $ 
conv. ope, $930; 2-dr. tour. sed., $775; 
tour. sed., $806; conv. sed., $955. Super 
Upe., $809; Vict. cpe., $860; conv. cpe., $ 
i-dr. tour. sed., $839; 4-dr. tour. sed, 
vony. sed., $1,080. Country Club Six—4-dr. 
ted., $1,018; 7-pass. sed., $1,230. Elg 
1860; Vict. cpe., $942; canv. cpe., $1,087; 
our. sed., $918; 4-dr. tour. sed., $952; 
sed., $1,122. Country Ciub Elight—4-dr. 
sed., $1,118; 7-pass. sed., $1,330. 


LASALLE, V-8 Serles 40-50 —2-pass. ¢ 
$1,240; 5-pass. tour. cpe., $1,280; 5-pass. 
sed., $1,820; 2-pass. conv. cpe., $1,395; 5- 
conv. cpe., $1,800. pass. cpe., $1 








sed., $1,400; club ope, $1,400; conv. cpe, $1 
770; town-lim., ; Cont. cab., 
MERCURY—3-dr. sed., $920; 4-dr. town 
$960; sed. cpe., $960; club comv., $1,050; 
sed., $1,180. 


NASH, 


sed, 3 cpe. 
» fast back, $875; 4-dr. sed., 
$875; all-purpose cab., $975. Ambassador 














. ; purpose 
$1,170; 4-dr. sed., fast back, $1,195; 4-dr. 
trunk, $1,195; all-purpose cab., $1,295. 


PACKARD, One Ten—Bus. Cpe., 
cpe., $924; conv. epe., $1,087; 2-dr. sed., 
4-dr. sed., $975. One Twenty—Bus. cpe., $1, 
club cpe., $1,095; conv. cpe., $1,258; 4-dr. 
sed., $1,217; conv. sed., $1,550; 2-dr. sed., $1 
115; 4-dr. sed., 

















(148-inch w.b.)—Lim., $2,154; / ———— 
Dass. sed., $2,036. One Eighty (127-inch w.b.)- 
Club sed., $2,228. (188-inch w.b.)—5-pass, sed. 
$2,825; 4-dr. tour. sed., $2,395. (148-inch w.D! 


—Lim., $2,654; tour. sed., $2,526. ——e 
cpe., $30! iStudeb 





OLDSMOBILE, Serles 60 — Bus. 
club cpe., $848; 2-dr. tour. sed., $833; 4d 
tour. sed., $899; conv. cpe., $996. Serles 
Bus. cpe., $865; club cpe., $901; 3-dr. tow 
sed., $912; 4-dr. tour. sed., $963; conv. cp 
$1,045. Series 90—Club cpe., $1,069; 4-dr. tow 
sed., $1,131. ' 


PLYMOUTH, Roadking—Cpe., $645; $F 

- wed., $699; 4-dr. tour sed., $740. Ply 
+ $725; 4-pass. cpe. (sv 
seats inside), $770; 2-dr. tour. sed., $775; 4-¢ 
tour. sed., $805. : 


_———_ 





PONTIAC Deluxe Six—Cpe., $835; 
$876; cab., $1,003; 2-dr. tour, sed., $881; 4-0) 
cpe., $913; cab., $1,046; 2-dr. tour. sed., $91! 

-dr. tour. sed., $970. Torpedo Elght—Spt. cp* 
$1,016; 4-dr. tour sed., $1,072. ' Used | 

This 4. 


STUDEBAKER, Champion Custom—Cpe., $66! 
with opera seats, $695; club sed., $700; 4-d- 


$740; club sed., $745; 4-dr. sed., $785. Com’ 
mander—Cpe., $895; club sed., $925; 4-dr. sed. 
$965. President—Cpe., $1,025; club sed., $1,055 
4-dr. sed., $1,095. 


WILLYS, Speedway—Cpe., $495; sed., $545 
Deluxe—Cpe., $590; tour. sed., $620. 
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Used Car prices in Indianapolis, Minneapolis, New Orleans, Tulsa and San Francisco appeared on this page last week and will be published again next week 
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Ford to Exhibit 
Again at Golden 


Gate Exposition 


DEARBORN.— Ford Motor Co. 
will exhibit again this season in 
the Golden Gate International Ex- 
position in San Francisco, it is an- 
nounced by Edsel Ford, president. 
The exposition, occupying Treasure 
Island in San Francisco Bay, be- 
gins its second season May 25. 

“Our exhibit for 1940 will be en- 
tirely new, and will be carried out 
on the same scale as the Ford Ex- 
hibit which attracted nearly 4,000,- 
000 exposition visitors during 1939,” 
Ford said. “The work of getting 
our displays in place in the Ford 
Building on Treasure Island will 
begin soon. 
year in announcing our 
decision to participate in this ex- 
position, I said that my father and 
I were pleased with the oppor- 
tunity it afforded to give the West 
a better knowledge of our business 
and of the utilization of Western 
products in the manufacture of 
our cars. We feel that our own 
progress has been intimately con- 
nected with that of the Western 
States. 

“Success of our exhibit fully 
justified our hopes, and I would 
not change the earlier statement 
except to emphasize it. We are 
glad the exposition is to be con- 
tinued another season, and we are 
working to make our new exhibit 
of even greater interest than its 
predecessor of last year.” 

Ford recalled that last year, just 
before the San Francisco exposi- 
tion opened, Ford car No. 27,000,000 
came off the line in Richmond, 
Calif. Within a few weeks the 28,- 
000,000th Ford car will be as- 
sembled, he said. 

“My father, recalling the inspira- 
tion he received from watching a 
gasoline engine run efficiently at 
the Chicago World’s Fair in 1893, 
has long felt that expositions play 
an important part in stimulating 
industrial progress,” Ford said. 
“For that reason, the Ford Motor 
Co. has exhibited in many fairs 
and expositions. The first was in 
St. Louis in 1904, only a year after 
the company came into existence.” 
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Firestone Continues 
N. Y. Fair Exhibit 


NEW YORK —Firestone Tire 
and Rubber Co. will continue this 
season as one of the major ex- 
hibitors at the New York World’s 
Fair, according to Harvey D. Gib- 
son, chairman of fair’s board of di- 
rectors. Company’s display, located 
in the transportation exhibit area, 
last year hosted approximately 26,- 
000,000 persons. 

Harvey S. Firestone jr., company 
president, in signing the contract 
for continued participation, an- 
nounced that his firm had formu- 
lated plans for a new idea in the 
exhibit. The huge rotunda of the 
exhibition building, he said, will be 
transformed into a tropical jungle- 
land to depict the hinterland of 
Liberia, West Africa, where the 
company has extensive rubber 
plantations. Various operations in 
clearing the land, planting and 
moun rubber trees will be drama- 
tized. 


Truckers Urge Support 
Of Ala. Mileage Tax Bill 


BIRMINGHAM, Ala.—aActive 
support of two bills pending in the 
Alabama house of representatives 
—one to increase the mileage tax 
for common carriers to one cent a 
mile and the other calling for in- 
trastate regulation of carriers— 
was urged at the annual meeting 
of the Motor Vehicle Assn. of 
Alabama here. 

Truckers urged the increase in 
mileage tax if the state would en- 
ter into reciprocal agreements on 
motor carrier operation with other 
states. Officers elected were E. C. 
Creel, president; Frank Taylor, 
first vice-president; J. C. Bookout, 
second vice-president; Mike Hines, 
third vice-president and_ T. ; 
Shealy, secretary. J. R. Oden is 
executive vice-president. 


PMTA Sets Meeting 


HARRISBURG, Pa. — (UTPS. — The 
seventh annual convention of the 
Pennsylvania Motor Truc Assn., 
largest affiliate of the American Truck- 
ing Assns., will be held at the Conne- 
aut Lake (Pa.) hotel June 13-15, it is 
announced by Howard D. Gibbs, presi- 
dent of the group. 
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RANSOM E. OLDS founded the Olds Motor Works, left 
the head of the house today is Charles L. McCuen, right. ner 


Chapter LXI—Durant and Chevrolet 


Now let’s turn back to Durant and his Chevrolet, 
which operation enabled him to regain control of Gen- 
eral Motors and again be the head of the house. Louis 
Chevrolet, famous race driver, was the original de- 
signer, oe been financed by Durant. The first com- 
pany was called the Little Motor Car Co. That was in- 
corporated Oct. 30, 1911. On Nov. 3, 1911, the Chevro- 
let Motor Co. of Michigan was organized with Louis 
Chevrolet, William H. Little and Edwin R. Campbell 
incorporators. Durant was in the background. The two 
companies were run under one high command, making 
both the Little and Chevrolet cars. Durant came out in 
the open Sept. 13, 1915, when he incorporated the Chev- 
rolet Motor Co. of Delaware, under which flag he was 
to regain control of General Motors, which was a most 
amazing feat and in Arthur Pound’s “The Turning 
Wheel,” which is the history of GM, I find this con- 
firming quotation: 

“In all American industrial history there never has 
been anything to equal the rise of Chevrolet from an 
experiment in 1910-11 to the position it held when 
merged with the General Motors Corp. in 1918. It had 
made $6,000,000 in six years and had amazed the auto- 
mobile world by securing control of the General Motors 
Co., of New Jersey. Moreover, it had worked out a broad- 
ly based system of production and nation-wide assembly 
on which it could build its quantity leadership of the 
future. Starting with almost no cash, and an antiquated 
plant, Chevrolet’s swift and dazzling ascent to profit 
and power caught the attention of the country.” 


Durant’s Ace in the Hole 

In his battle to regain control of General Motors with 
Chevrolet as his ace in the hole, Durant had for his nest 
egg his personal General Motors holdings which he had 
held on to. His old friends and business associates who 
had done likewise, rallied to his support. General Mo- 
tors evidently was asleep at the switch and permitted 
the Durant movement to become a steam roller. Chev- 
rolet stock was being traded for General Motors at the 
ratio of five to one. Counting his chips and shoving them 
all into the pot, Durant entered the GM stockholders 
meeting on Sept. 16, 1915, and came out of it once again 
master of General Motors. 

But Durant did not at once assume command. He left 
Nash to run things for a while but on June 1, 1916 he 
stepped into Nash’s shoes. The duPont interests were 
in alliance with Durant which was most reassuring to 
the financial world. Durant remained in power until 
1920. In that year his personal operations in the stock 
market caught him with his guard down. 

Because of this situation even General Motors itself 
was imperiled. Durant, if sold out by his bankers and 
brokers, promised the forced sale of his pledged se- 
curities on a falling market and a likely panic and a 
severe blow to General Motors’ credit. So it was up to 
the duPonts to save the day. 

The housecleaning that followed saved Durant and 
left him a most comfortable fortune, but it wiped him 
out of General Motors for the second time. He gave up 
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the GM presidency Nov. 30, 1920 and Pierre S. duPont 
took over the presidency and after that GM was in calm 
waters, giving an administration that has built the : 
corporation up to its present levels, counting in, of » 
course, the great influence on its prosperity that has 
been built up in later years by Alfred P. Sloan jr. and 
William S. Knudsen. » Je 
And what became of the restless, brilliant, dynamic | ‘hises, 
Durant? Well, he started to build himself another auto. | the ° 
mobile kingdom with his Durant Motors, which arose month 
out of the ashes like another phoenix. For a time it |” 
looked as if Durant Motors might give General Motors} go 1 
a run for its money. But it was only a flash in the pan. | him, : 
After a few years of seeming prosperity it, too, went | after ' 
the way of so many automobile companies—into the |>*° “a 
scrap heap. But more later on about Durant Motors, or a 
whose place in this saga, chronologically speaking, |—— 
comes in the third decade of the present century. iP AL 
Oldsmobile History f 
Mind you, this giant General Motors would not be 
what it is today if it hadn’t something to sell. And it} P1 
wouldn’t have had anything to sell if it hadn’t had for} war 
its foundations several lines of motor cars around }a seri 
which were grouped those makers of parts and acces. | ment} 
sories necessary to the manufacture of the corpora- ae 
tion’s automobiles, and who are now GM units. So it | proved 
would seem to me that right here is where the life stories | secrets 
of these car companies should be told. Each is a ro- |noum 
mance of the automobile industry in itself—Oldsmobile, | *® 
Buick, Cadillac, Chevrolet and Pontiac, successor to the | meetix 











Oakland. Three of them at least practically came into | differs 
being with the industry itself. Oldsmobile today is the | that # 
oldest survivor, aetat 43—grandpappy of the present a 
crop of car manufacturers. tically 
What a lot of oil has gone through the crankcase | operat 
since Aug. 21, 1897, when the Olds Motor Vehicle Co. | ‘hans 
of Lansing, Mich., was trucks 
incorporated, with Ran- | “The 
som E. Olds as_ the | | Klugh 
principal stockholder! light 
It was the culmination > on 
of two years of re- | headli 
search conducted by | practi 
Olds and his chum, —— 
Frank Clark, of Lan- 
sing, who had been Ky. 
puttering around, Olds 
designing the engine LOt 
and cpeethentoal parts ty 
an ark designing the 
body. With their blue- fort 
prints to show the new which 
board of directors and pov te 
Olds made general man- tithe 
ager, it was not sur- mum 
prising that the board | oo 
authorized Olds “to P- 
build one carriage in as | said t 
nearly a perfect man- | juris¢ 
ner as possible,” quot- ; ae 
ing verbatim from the oe 
minutes of the meeting. | istrat 
It was from this little eneral 
seedling that grew the an pA cane ag mu = 
Oldsmobile of today, an . ; 4 
evolution that has ‘ 
marked many a milestone in the history of the industry. | .-- 


Two years later Olds and Clark formed a Detroit com- 

pany and manufactured the first curved-dash Oldsmo- | 
bile runabout in Detroit. Out of this came their mass- | 
production idea and in 1900 they built no fewer than | 
1,400 cars, following with 2,100 in 1901 and 2,500 in 
1902. Growing pains forced the removal of the plant to 
Lansing. The next year Olds left his company to start | dit 


the Reo Motor Car Co. He couldn’t use his own name so | St 
his new product became the Reo—his initials. ne 
_ Under the leadership of F. L. Smith, Oldsmobile con- bu 
tinued as one of the industry’s leaders, with mass- 7 


production still the keynote of its success. The curved 

dash was abandoned in 1905, following a new high- . 

water production record of 5,500 units in 1904. That 9 

- yr = ee = a two-cylinder motor, which ‘ 
o the dropping o e single-cylind i h 

company had started with. a oe fa 


From this groundwork came the step-by-step ad- yc 
vancement of the car and in 1910 Durant took over the | 4 
company as one of his General Motors units. Neces- H 


sarily this sketch of the life of Oldsmobile has to be | 
told briefly. Today it is one of the strong units of the : iH 


corporation, modernized naturally in its more than four fa 
decades of existence. At the head of the division is H 
Charles L. McCuen, an engineer who came up the hard 0 
way and who has proved that not only does he know M 
how to design an automobile but that he has the busi- C 
ness acumen to manage its affairs successfully. And it bi 
looks as if he is living up to Oldsmobile traditions with 1 
something new in an engineering line that bids fair to 


revolutionize eventually the design of the modern motor 
(Continued on Next Page) 











i nuary 109 negotiated fran- 
this sewhile in February 110 took 
be oath of office—1,893 for 14 
months, pringing the total count up 


to 3,200. at 


WITH THIS army back of 


so 
i uire Keller has started 
en pro on consumers. Already he 


ry 





rted a series of dealer 
me oe in key cities which will 
jast until Mar. 11—25 in all. His 


PAA Sets Series 
Of Meetings for 


Proper Inspection 


ISBURG, Pa.—(UTPS) .— 

A series of motor vehicle equip- 
ment inspection meetings, arranged 
the Pennsylvania Automotive 

i for Apr. 1-30, has been ap- 
: Hamilton, 


0 . 
ddition to the usual evening 
antne, Klugh said that this series 


] 
that there will also be a practica 
demonstration from 9 a.m. to 5 p.m. 


inspect passenger vehicles 


trucks. 

| “There will also be available,” 
Klugh stated, “experienced head- 
light service men who will devote 
'the entire day to a demonstration 
lof the proper use of latest type 
| headlight testing devices. Other 
| practical service help may be de- 
' veloped by the revenue department. 





| Ky. Trucking Interests 
To Back Senate Bill 


LOUISVILLE.—Kentucky truck- 
ing igterests have shifted support 
from the load-limit bill in the 
house of representatives at Frank- 
fort to a measure in the senate, 
which would place jurisdiction of 
load limits with the state highway 
engineer and the commissioner of 
highways. Load limits and maxi- 
mum truck dimensions are es- 
sentially the same in both bills. 

Lew Ullrich, director of the 
Motor Truck Club of Kentucky, 
said the industry is willing to place 
jurisdiction under the highway 
heads. There are no provisions in 
the senate bill, he said, that would 
increase present revenue from reg- 
istration fees. 
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differs from previous meetings in| ¢, 


Chris 
Sinsabaugh 


aides will cover the countryside— 
Scott Fletcher, Tom Laughlin, 
Courtney Johnson, J. Whittaker 
and F. A. Thomas. In their talks 
to the dealers they are supported 
by two new films, one showing the 
three lines of cars, and the other 
given up to exploiting the adver- 
tising money Studebaker will spend 
this spring. 

Paul Hoffman is backing his 
confidence with cash, for it is said 
that approximately $2,500,000 will 
be spent on this one offensive dur- 
ing the spring months. Supporting 
heavy artillery will be the radio 
program, with 96 stations tuned in 
from coast to coast, carrying the 
messages to the motoring Garcias. 
All forms of advertising will be 
used—dailies, magazines, billboards 
and the like. It will be cheering to 
the magazine folk in particular to 
learn that Studebaker, in this drive, 
will use twice as much space in 
their publications as it ever did 
be 


fore. 
s * * 


NOT OVERLOOKING the own- 
ers themselves, Squire Keller is 
setting up a giant economy contest 
or them and letting them shoot at 
the marks set up in the Gilmore 
run at Yosemite where Studebaker 
finished one, two, three in the 
sweepstakes, a record never pre- 
viously touched by any make of 
car. 


Of course owners are not ex- 
pected to be quite as stingy with 
their gasoline as were the Yose- 
mite drivers, but it is predicted 
most of the winners will reach 25 
miles per gallon. This owners’ 
economy contest will be held Mar. 
16, in the 17 cities where Stude- 
baker has branches and in each 
the winner will get $100 and sec- 
ond place $75. In addition there 
will be a $500 prize for the national 
winner. 


If this great effort does not pro- 
duce results, Squire Keller prom- 
ises to go into hiding in Villa 
Keller immediately, even if there 
still is snow on the ground and 
frost in the air. 


Motor Sales Continue 
To Increase in Denver 


DENVER.—Continuing gains 
made in January, the automobile 
business is Denver’s leading trade. 
The remainder of business lines 
were making a showing compar- 
able with a year ago, with the 
latest week’s totals revealing a 
slight improvement. Collections are 
good. 
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car—the Hydra-Matic clutchless transmission which is 
featured in the 1940 product. 


_ But I don’t want to leave Oldsmobile without hark- 
ing back to its early past and recalling that under the 
| direction of Ransom Olds it really was responsible for 
| Starting not only H. M. Leland in the automobile busi- 
ness but the Dodge brothers as well—Leland was to 
build the Cadillac and the Dodges the car named after 
them when they started manufacturing automobiles 
after splitting with Henry Ford. It was the Olds Motor 
Works which gave the Dodges their start by placing 
with them an order for 2,000 transmissions. Ordering 
2,000 motors from Henry M. Leland was responsible 
for the start of a company that eventually was to manu- 


facture the Cadillac. 


Oldsmobile also was the incubator which hatched 
youngsters who eventually became leaders of the in- 
dustry. Such as Roy D. Chapin, later to be president of 
Hudson, along with Fredrick O. Bezner, R. B. Jackson 
and James J. Brady, founder of Chalmers and later 
Hudson. With them was Howard E. Coffin who became 


famous as an engineer in his later days. 


Charles D. 


Hastings, later president of Hupmobile, started with 
Olds and so did John D. Maxwell, who designed the 
Maxwell-Briscoe. And later on E. H. Ver Linden, R. H. 
Collins and A. B. C. Hardy, top line executives in the 
business, were on the payrolls at Lansing. Dan Eddins, 
president of Plymouth, is a former president of Olds- 


mobile. 


This is the sixty-first instalment of Chris Sinsabaugh’s memoirs. 
More about General Motors next week. 
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Hudson Starts 
Big Drive for 
Spring Sales 


direct - comparison demonstration 
drive, one of the most aggressive 
nationwide spring merchandising 
programs ever undertaken by Hud- 
son will be launched this week, 
according to George H. Pratt, gen- 
eral sales manager. 

Program will be presented _at 
meetings of the company’s selling 
organization to be conducted in 
68 cities by W. A. James, adver- 
tising and merchandising manager; 
H. F. Byrne, Eastern sales man- 
ager; C. G. Beeching, Midwest sales 
manager; Howard P. Grove, Pacific 
coast sales manager; W. A. Baker, 
national used car manager; Geo. 
H. Dow, manager of fleet sales; 
F. R. Valpey, and other Hudson 
officials, Pratt announced. 

“Hudson plans to demonstrate to 
a million customers during the 
spring months,” Pratt said, in key- 
noting the sales program. “These 
demonstrations are unusual in that 
they will enable the prospective 
buyer to make a direct 30-minute 
comparison of Hudson with his 
own car, or any other, over a 
familiar, daily-traveled route. 

“Geared to this demonstration 
drive is an aggressive newspaper 
advertising campaign comprising 
the major portion of our spring 
appropriation coupled, of course, 
with a highly organized effort on 
the part of our national selling 
forces. Included in this effort is a 
national fleet of Hudson Six and 
Eight demonstrators, which will be 
placed in service immediately by 
our distributors and dealers 
throughout the country.” 

Pratt reported that the Hudson 
factory was experiencing the most 
active pre-spring demand since 
1937, and that since the introduc- 
tion of the 1940 models the com- 
pany had already shipped 11,900 
more cars than were shipped in 
the entire 1939 season. 

Similar gains in organization 
strength were disclosed by Pratt 
who reported that 770 new dealers 
have joined Hudson so far in the 
current model season. 


Throng 


s Drawn 
By Manchester’s 
40 Open House 


MANCHESTER, N. H.—(UTPS). 
—Hundreds of persons from vari- 
ous parts of the state came here 
last week to view new automobiles 
in the annual “open house” spon- 
sored by the Manchester Automo- 
bile Dealers’ Assn. 

All display rooms in the city 
were gaily decorated for the oc- 
casion, and motion pictures, lec- 
tures and demonstrations were in- 
cluded in the program arranged 
under the supervision of Charles 
H. Morse, president of the associa- 
tion. 

Morse was assisted by J. Harri- 
son Cavanaugh, of Cavanaugh 
Bros.; Ned Morse of Morse- 
Bachelder, Inc., and Dennis Keane, 
of Armory Garage, Inc. 

Distribution of gifts was also a 
feature of the “open house,” with 
the New Hampshire Finance Corp. 
offering free financing for two 
lucky motorists purchasing cars in 
Manchester on that day. Com- 
mercial Investment Trust Co. co- 
operated with the finance company 
in offering a silver plaque to be 
awarded to the dealer having the 
best decorated showroom. 

As usual, the Manchester Union- 
Leader issued a special automo- 
bile edition the day prior to the 
“open house,” with 16 pages de- 
voted entirely to automobiles. 


N. J. Bill Seeks Ban 


On Road Fund Diversion 

TRENTON, N. J.—Highway fund 
diversion would be banned by state 
constitutional amendment under 
terms of a resolution introduced 
in the state legislature here by As- 
semblyman John M. Kerner, Union 
County Republican. 

The resolution would have to be 
approved by both the current and 
1941 legislatures before it could be 
submitted to the voters at a state- 
wide referendum. Similar proposals 
to outlaw diversion have been un- 
successfully introduced in former 
legislative sessions here. 
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Radio- Active Rays Employed 


In New Firestone Spark Plug 


AKRON.—After six years of in- 
tensive, scientific research and de- 
velopment work, Firestone Tire & 
Rubber Co. has perfected a new 
spark plug, using as the basic 
principle powerful rays of the rare 
substance, polonium, one of the 
discoveries of the late Madame 
Curie. 

Through use of electrodes con- 
taining polonium, which émits 4,- 
000 times as many alpha rays per 


os J 
Buick Outlines 
Program for 
* 
Spring Sales 

FLINT.—A spring sales program 
in keeping with the record-break- 
ing performance thus far during 
the 1940 model season was laid be- 
fore the Buick field organization 
Friday by W. F. Hufstader, Buick 
general sales manager, at a meet- 
ing attended by regional and zone 
managers and their assistants from 
throughout the country. 

At the same time, Hufstader pre- 
sented an analysis of business and 
marketing conditions which he 
said are favorable to good auto- 
mobile trade during the coming 
months and indicate a substantial 
improvement in volume both over 
the winter months and as com- 
pared with former years. He com- 
pared the current season with the 
best years recently experienced by 
the automobile industry and de- 
clared that “this will be the big- 
gest year in Buick history.” 


The Buick sales program, he 
said, is based on a projected retail 
volume during the next two months 
considerably exceeding former rec- 
ords in March and April and con- 
sistent with the sales performance 
registered thus far during the 
1940 model season. 

Hufstader outlined plans for the 
spring program, instructing his 
zone chiefs on details which will 
be carried by them to the nation- 
wide Buick dealer organization in 
a series of key city meetings start- 
ing Monday. 


second as an equal amount of 
radium, the new Firestone spark 
plugs have shown ability to start a 
car quicker, contribute to smooth- 
er, more economical performance, 
with the advantage of increased 
acceleration, it is said. 

Technical explanation of the 
function of polonium rays in spark 
plug electrodes is relatively simple. 
In a spark plug, the air which occu- 
pies the space between the positive 
and negative electrodes, is not a 
good conductor of electricity and 
must be broken down into ions by 
the high voltage of the ignition 
coil before it will conduct the 
spark between the electrodes, it is 
claimed. To bring about this break- 
down, a certain amount of time is 
required and a great amount of 
electrical energy must be developed 
by the ignition system before a 
spark can be delivered in the firing 
chamber, it is said. 

From the polonium electrodes in 
the new Firestone spark plugs, the 
alpha rays, most potent natural 
ionizing rays known to science, are 
constantly streaming out in all di- 
rections, accomplishing the break- 
down necessary to maintain the 
air in a condition conducive to in- 
stant sparking. these rays 
are invisible, they are emitted con- 
tinuously hour after hour and 
month after month throughout the 
life of the spark plug. Being of 
natural origin, polonium alpha rays 
do not depend in any way upon the 
ignition system of the automobile; 
consequently, the air between the 
electrodes is in perfect state of 
readiness to conduct the spark 
with the very first turn of the mo- 
tor, it is claimed. 


Virginia Dealers Plead 


For Tax-Revision Bill 
RICHMOND, Va.—(UTPS).—The 
Virginia Senate finance committee 
last week heard a plea from Vir- 
ginia automobile dealers for re- 
vision of their license taxes, as 
embodied in a bill introduced by 
Senator Vivian L. Page, of Nor- 





folk. 
The bill would substitute a 
graduated scale based on the 


volume of business for the present 
regular merchants’ license tax. 
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Our automotive 
industry has been 
“revolutionized” 
every year! 


The 1941 cars taking final shape in 
every motor car factory will, of 
course, be appreciably better, all 
over. To that extent, they'll be “‘rev- 
olutionary’’ .. . or, more accurately 
speaking, ‘‘evolutionary.”’ 


These cars will have new fea- 
tures, naturally. But in far greater 
measuse they will embody today’s 
improvements brought still closer 
to perfection. They will be worth 
more in a great many ways. 


In a field thinned out by modern 
competition, these Cars of 1941 will 
bid for public favor. The car entries 
are few; the number of makers fewer 
still. But because the lists are thus 
narrowed, the Prizes are greater 
than ever. And Public Preferment 
will have to base its judgment on 
smaller differences than ever. 








Bendix serves each individual car 
manufacturer as though there were 
no others. Each of the automotive 
units which Bendix builds is a favor- 
ite in its own right. When it is built 
into an automobile, every car owner 
recognizes it as an accurate index 
of excellence. Every dealer and 
salesman recognizes it as a point to 
stress. Every automotive serviceman 
recognizes it as an evidence of a 
well-engineered vehicle. 


But Bendix can serve only if, and 
when, such service is invited. That 
is why we respectfully, urgently, 


suggest NOW—while the Cars of 
1941 are in the making— 
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